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TRUCK SALES 
IN 9 STATES 
TOP YEAR AGO 


Gains Over 19: 1930 Begin’ 
to Appear in Regis- 
trations 


EW YORK, March 26.— 
Out of the first thirty- | 
seven states to report new) 
commercia! car registrations 


for February, nine showed in- | 
creases over the correspond-| 


ing month of last year. The 
District of Columbia also re- 
ported a gain over 1930.) 
Sales in two other states vir- 
tually equaled those of a year 
ago. | 

New truck sales in the reporting | 
states were generally lower in Feb- | 
ruary than in the preceding month, 
although a number 6f- makes showed 
gains. Dodge reported a 
gain over January, as did Fargo. 
Federal was off slightly, and Inter- 
national just topped the preceding 
month. 

Relay registrations were higher in 
February, Reo was off slightly and 
Republic up by a small margin. 
Sterling set up a large gain over 
January, Stewart was up one, Stude- 
baker gained and Willys also was 
higher. 

Among the states making good} 
showings in relation to 1930 were 





(C setts on Page 10) 


HUDSON AND ESSEX SALES 
UP SHARPLY IN MARCH 


Detroit, March 26.—Sales of Hud- 
son and Essex cars for the first 
three weeks of March exceeded sales 
for the first three weeks in Febru- 
ary by 38 per cent., according to 
W. J. McAneeny, president and gen- 
eral manager, who also reported 
weekly factory payroll was the} 
largest in eight months. 


New De Soto President 


MEA-NS.P.A. 


December 7-12 


EW YORK, March 26.— 
The joint trade show of 

‘the Motor and Equipment As- 
isociation and the National 
Standard Parts Association 


Grahams File Answer 


APPROVE JOINT| Zo Chrysler Charges 


SHOW FO FOR 1931 On Truck Agreement 


Exhibition to 1 te Be hess a Up Claim That There Is a Distinction Between 


Trucks and Commercial Cars and Deny Vio- 
lation of mene * With Dodge 


By CHRIS SINSABAUGH 


D' 


poration and the three 


“TROIT, March 26.—The Graham-Paige 


Motors Cor- 
Graham brothers have filed 


their answer in the suit entered here in the United States 


At Atlantic City 


will be held in Atlantic City, 


N. J., during the week of De- 


District Court by the Chrysler Corporation, which claims 
that the defendants have manufactured and sold buses and 
trucks in violation of an agreement made between the 


’ , | cember 7, according to ar. an- 

a oo Pa ie nouncement issued jointly by 

o the presidency of the ; 7 ‘ eg 

Sete Meter Conpenation wes ea- i. T. Satchel and C. E. Bur 

nounced in yesterday’s Automotive | 8€SS, presidents of the M. E. 

Daily News. In addition to his new |A. and N, S. P. A., respec- 
tively. 


duties, Mr. Foy will continue his 
connection with the management | Both associations had authorized 
of the Chrysler Corporation as | 


vice- president and director 





(Continued on Page 15) 








PARTS, ACCESSORY OUTPUT - 
CONTINUES SHARP UPTURN 
IN FEBRUARY AND MARCH 


Motor and Equipment Association Indices Show. 
Gains Last Month and Indicate Further 
Increases in Current Month 


EW YORK, March 26.—The February output of manu- 
facturers of parts and accessories continued the sharp 
upturn that has been taking place in the industry since the 
first of the year and indications are March will show still 
further improvement, accor ding to the Motor and E quipment 


Grahams and the Dodge Company, which is now 


owned by 


% Chrysler. 


CANADIAN OUTPUT 
MAINTAINS GAINS 
SET UP IN JANUARY 


Montreal, Que., March 26.— 
Cheerful news regarding recovery 
in the Canadian automobile indus- 
try comes from the Dominion Bu- 
reau of Statistics, which notes that 
the production of cars in February, 
at 9,871 units, marks an increase 
over January of 52 per cent., while 
January, with 6,496 cars, was 16 per 
cent. better than the 5,622 made in 
December, 

Customs records for February 
show that 1,255 cars were imported 
and 1,596 exported during the 
month. This represented an ad- 
vance in imports and a decline in 
exports, as compared with January, 
when 915 cars were imported and 
3,095 exported. 

Of the total output during Feb- 
ruary, 7,748 cars were intended for 
sale in Canada and 2,123 cars were 
intended for export. The apparent | 
consumption of automobiles during 
the month, determined by adding 
the 17,748 cars made for sale in 


The answer denies the Chrysler 
charges, asserting that the commer- 
cial vehicles manufactured by Gra- 
ham-Paige, comprising passenger 
car chassis with light delivery bodies, 
do not fall within the meaning of 
the Grahams’ agreement with the 
Dodge company, which refers to 
trucks for heavy duty. 

The defendants recite that a dis- 
tinction between commercial cars 
and trucks was specifically estab- 
lished in- October, 1925, when the 
Grahams and the Dodge company 
entered into a new operating agree- 
ment, under which the Dodge coms 
pany was to continue to supply 
power plants to Graham Brothers 
for use in trucks to be sold through 
the Dodge distributor and dealer 
organization. This agreement set 
forth that Dodge Brothers were to 
continue to manufacture and sell 
“motor vehicles adapted to certain 
commercial uses but of an entirely 
distinct type and for entirely dif- 
ferent uses from the trucks manu- 
factured by Graham Brothers, the 
principal difference being that the 
former (Dodge vehicles) are intend- 
ed for lighter service only, such as 
parcels delivery, and consisting of 
an appropriate body for such uses 
placed upon the ordinary passenger 
car chassis.” 


Association. eens 

Manufacturers of parts and ac- 
cessories for original 
“ Tegistered the largest gain in Feb-| 





equipment | 


—— 


Late News Flashes 


Boston, March 26.—Paul W. 


oo 


he regretted he was unable to report any noteworthy 
improvement in the tire industry. Goodyear, he said, 


plant and 8,000 at California plant, a total of 67,500. This 
figure compares with about 73,000 a day a year ago and is 
some 35 per cent. to 40 per cent 
of 1930. 

* * * 

Trenton, N. J., March 26.—Motor vehicle deaths in 
United States during last 18 months total 50,900, compared 
with war casualty list during 18 months United States was 
engaged in World War of 50,150, New Jersey State Traffic 
Commission reports. 


} 
- DL 


* + * 
Utica, N. Y., March 26.—Gerard Swope, president of | 


General Electric Company, denied that the company plans 


wages and salaries of 10 rer cent. or 11 per cent. 


London, England, March 26. —* mleated and Sinclair say 
that some weeks are likely to elapse before resumption of 
Anglo-Dutch rubber conversations, but in meantime stocks 
continue to accumulate and price drags. 


Litchfield, president of | 
Goodyear Tire & Rubber Co., told the Boston News Bureau | 


| Syst 
tter than fourth quarter | | a 


° e . (Rneoi i 7 
to go on a five-day week and make a horizontal reduction of | Ensimeering news 


ruary, as they did in “January, and 
that augurs well for increased car 
production schedules for the next 
month or two. Manufacturers of 
service equipment, service parts and 
accessories also enjoyed increased 
business for the month. 

The grand index of shipments for 
all groups of manufacturer mem- 
bers reporting their figures to the 
association for February stood at 93 


(Continued on Page 15) 


‘| TODAY 


producing 53,000 tires a day at Acron, 6,500 at the Alabama | 


Sparks from Detroit ; 
in advertising aids this 
Ford dealer 
Los Angeles Stewart distributor 
1930 topped 1929 
Federal distributor out to make 
1931 record year 
Editorial; “Used Car Stocks,” 
Page 
Calendar of coming events. ..Page 
Making coal deliveries profitable, 
Page 7 
Delivery council figures in train- 
ing of store drivers 


5 


Pages 14, 15 
| Here’s one dealer who made record 


Pacific Coast car sales show de- 
cline in February 
REFERENCE TABLES 





Cumulative February new commer- 
cial car registrations, ,Pages 12, 13 


(Continued on Page 15) 


FORD ASSEMBLY PLANT 


Trucks were defined in the same 
agreement as being “distinctly for 
heavier duty, placed upon a stronger 





AT SAN FRANCISCO BUSY 
San Francisco, March 26,—Ford 
Motor Company’s San _ Francisco 
assembling plant at present is oper- 
ating on a five-day week with daily 
production of 170 cars. This is 
practically capacity production, al- 
though as many as 200 cars have 
been turned out under pressure of 
heaviest demand. 


frame than would suffice for a pas- 
senger car, and using a longer wheel 
base.” 

Both companies formally agreed 
at that time also that neither of 
them would invade the field there- 
tofore occupied by the other; that 
is, the Dodge company was preclud- 


(Continued on | Page 15) 


Auburn Shipments to Date 
78% of Entire 1930 Total 


Ind., March 26.—Au- 

burn Automobile Company 
shipped 4,467 Auburn and Cord 
front-drive cars in the first twen- 
ty-six days of March, as compared 
with 1,644 for the same period in 
1930, R. H. Faulkner, president, 
announced today. 

Total number of cars shipped by 
the company since January 1, is 
10,745, or 78 per cent. of the en- 
tire total of 13,693 shipped in 1930. 
Shipments will pass the 5,000 mark 
for the full month of March. 

Production has steadily risen 
since the first of the year, Faulk- 
ner said, with the company still 


*) AuBu RN, 


behind in orders. January produc- 
tion and shipments were 2,014, as 
against 1,632 in the same month in 
1930, with February at 4,052, as com- 
pared with 1,768 in February last 
year and 2,339 in February, 1929, 
record production year of the com- 
pany. 

All plants of the company are 
now operating at capacity, Faulkner 
said, with most departments on 4 
ten-hour basis. The Auburn plant 
at Connersville is averaging better 
than 200 Auburn cars daily and an 
additional sixty-five Auburn cars 
are being produced daily at the 


(Continued on Page 2) 





(Continued from Page 1) 


plant in Auburn, Ind. Cord produc- 
tion for March will total around 450. 

Sales to sixteen of the company’s 
distributors by March 21 of this 
year have been 87 per cent. of the 
total for 1930, with eight of these 
Gistributors having already sold 
more Auburn and Cord cars in the 
slightly less than three months’ pe- 
riod than during the entire year of 
1930. 

Cities represented by 
tributors with deliveries 
periods are: 


these 
for both 
12 Months, 

1930 

1,089 

2,653 

567 

395 

196 

835 

180 

528 

il 

268 

708 

122 

47 

173 

95 

145 


First 85 
City Days, 1931 
Chicago 
New York 
Los Angeles 
San Francisco 
Milwaukee 
Philadelphia 
Detroit 
Cleveland 
Columbus 
Pittsburgh 
Boston 
Washington 
Dayton 
Cincinnati 
St. Louis 
Kansas City 


OAKLAND DEALER SELLS 
10 CARS IN FOUR DAYS 


Jersey City, N. J., March 26.—As 
a result of the “business revival 
demonstration campaign” being 
conducted here by the Massolinc 
Motors Corporation, 1850 Boulevard 
Oakland-Pontiac dealer, a total of 
ten cars has been delivered in four 
days, according to Peter D. Masso- 
line, president. The iocal campaign 
which closes on April 5, is part of 
a national campaign fostered by the 
Oakland Motor Car Company and 
its dealers to induce a resumption 
of normal buying. ‘Local sales are 
Proving highly satisfactory,” said 
Mr. Massoline. 


123 
235 


154 


MASSACHUSETTS RAISES 
GASOLINE TAX ONE CENT 
Boston, March 26.—The Massa- 
chusetts Senate passed the bill in- 
creasing gasoline tax one cent 
gallon and the governor has signed 
it. 


a 


dis- | 


Auburn Shipments to Date 
78% of Entire 1930 Total, 


‘AUBURN DEALER BODY 
AT HIGHEST PEAK IN 
HISTORY OF COMPANY 


Auburn, Ind., March 26.—With an 
addition of more than 300 dealers 
and distributors since January 1, 
Auburn Automobile Company now 
has the largest distributing organi- 
zation since the company was 
founded in 1900. 

One hundred and eighty-three 
dealers and distributors were added 
by the company in January and 
February and 124 dealers and dis- 
tributors in March to date. 

According to N. E. McDarby, vice- 
president in charge of sales, new 
dealers and distributors are being 
added at the rate of from seven to 
nine daily with practically the en- 
tire number experienced operators 
wel) financed. 


BOSTON DEALERS SPONSOR 
EUROPEAN SHOW TOUR 


26.—The Boston 
Association is 


Boston, March 
Automobile Dealers 
sponsoring a tour of the big Eu- 
ropean motor car shows for this 
fel). It is proposed to arrange for 
a group of motor car dealers to 
visit the Paris and London shows 
and inspect several of the large and 
more prominent car manufacturing 
plants in France, England, Bel- 
gium and Germany. 

The details of the trip are be- 
ing worked out by Chester I. Camp- 
bell. secretary of the association 
and manager of the Boston Auto- 
mobile Show, in conjunction with 
ihe Franco-Belgique Tours Agency. 
Options of staterooms have been 
taken on the French liner Ile de 
France, sailing October 2 and on 
the United States liner Leviathan 
for return about November 1. 


APPLETON JOINS MORSE 
AT ITHACA, N. Y., PLANT 
Detroit, March 26.—F. C. Thomp- 
son, vice-president and general man- 
ager of Morse Chain Company, 
Ithaca and Detroit, subsidiary of 
Borg-Warner Corporation, an- 
nounces the appointment of R. W. 
Appleton as purchasing agent at 
Ithaca, N. Y. Mr. Appleton was for- 
merly director of purchases of the 
Pierce-Arrow Motor Car Company. 


Yee iat 
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'DE VAUX APPOINTS TWO 
| DISTRIBUTORS IN EAST; 
HARPER IN PHILADELPHIA 


Grand Rapids, Mich., March 26.— 
| De Vaux-Hall Motors Corporation 
| announces the addition of two well- } 
known firms to its rapidly increas- | 
ing list of De Vaux distributors, 

Paul I. Harper, president of Har- | 
per & Harper, prominent Philadel- | 
phia motor car man, has formed the 
|De Vaux-Philadelphia Company to 
distribute the new line of cars| 
through ninety dealers in eastern | 
Pennsylvania, southern New Jersey, 
| Delaware and eastern sections of 
| Maryland. Mr. Harper will be presi- 
}dent and general manager of the 
'new company and will maintain 
executive offices on lower Broad 
| Street in Philadelphia. 

The G. T. Knight Motor Company, 
| Wheeling, W. Va., will distribute the 
De Vaux line throughout 25 coun- 
ties in West Virginia, 11 counties 
in southern Ohio and in Green 
county in Pennsylvania. me 
| Knight, president of the organiza- 
tion, is well known in Wheeling and 
throughout -his_ territory. having 
been engaged in automobile distri- 
bution in that section for many 
years. 


ILLUMINATING ENGINEERS 
TO MEET IN PITTSBURGH 


-The 
of 


New York, N. Y.,. March 26. 
twenty-fifth annual convention 
the Illuminating Engineering 
ciety will be held in Pittsburgh from 
October 13 to 16, 1931. Headquar- 
ters will be established at the Wil- 
liam Penn Hotel. 

As in previous years, a precon- 
vention session of lighting service 
engineers will be held on the day 
preceding the official opening of 
the convention. A special feature of 
this year’s meeting will be the ob- 
servance of the Society's Silver An- 
niversary. 


So- 


ACQUIRES CHEVROLET FiRM 

Memphis, Tent March 26.—Ac- 
quisition by the ensinger Chevro- 
let Company of the Memphis deal- 
ership of the Wellington Chevrolet 
Company is announced by C. G. 
Smith, zone manager. Officers of 
the newly incorporated company are 
G. H. Kensinger, president; A. F. 
Ware, vice-president; Herman Rob- 
inson, secretary-treasurer and of- 
fice manager. 
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Looking to the Future 
Through Safety Glass 
* 


i k 


We Saw It Made 


+ o * 


Gibbons Glass Sparkles 


« * 


ENTLEMEN of the press 


from all points of the compass 


were brought together in Toledo last Tuesday by J. D. 
Biggers, president of the Libbey Owen Ford Glass Company 
of that city, for the purpose of securing first-hand informa- 


tion as to safety glass. We | 
when the party broke up all o 
Floyd Gibbons, in the cause 


ooked, saw and listened, and 
f us were enlisted, along with 
which is making such rapid 


strides toward accomplishment of purpose, due largely to the 


energetic leadership of Libbey 


Owen Ford. 


Concrete evidence of the progress being made was con- 
tained in a statement, made by President Biggers, that more 


than half of the cars being 

safety glass, either as standar 
list of 
as Cadillac, Chrysler Imperial, 


manufactured this year have 
d or optional equipment, The 


safety glass users includes such well-known makes 


Ford, Franklin, Graham, Hud- 


son, La Salle, Lincoln, Marmon, Nash, Packard, Peerless, 
Pierce-Arrow, Studebaker and Stutz. 


* 


A glass was illustrated in a 


Toledo concern started in 
optional equipment. 
ments made were on a 50-50 
and the remainder plate glass 


on 
In the case of the Willys-Knight, ship- 


- ok 
S to how the buying public this year is taking to safety 


Willys-Overland report. That 
1931 with safety glass as 


basis, half with safety glass 
only. The latest report shows 


that 87 per cent. of Willys-Knights already sold have been 


with safety glass. With the 


Willys-Knight it has been 77 


per cent. and with the Willys Six between 30 and 40 per cent. 


This is regarded as a most 
nificant sign when it is remembered 
that it costs from $30 to $40 extra 
to exercise this option. 

e ‘ * 

WHILE we all knew vaguely about 

the recently enacted British leg- 
islation, Mr. Biggers refreshed our 
mind by reciting the facts about it. 
After January 1, 1932, no new motor 
vehicles can be sold in England un- 
less they carry safety glass. Five 


sig- ¢ 


1932 
allowed 
unless 


no 
to 
it 


January 1, 
be 
roads 


years after 
motor vehicle will 
operate on British 
has such protection. 

Getting back to our own country, 
it was recited that Massachusetts 
now requires motor vehicles used for 
hire to be equipped with non-shat- 
terable glass in windshields, while 
the city of New York demands this 
type of glass in the sides, partitions 
and rear windows of cars used for 
hire. 

Similar legislation is pending in 
Pennsylvania, Connecticut, Michi- 
gan and California. The last named 
is particularly emphatic in express- 
ing its view in the matter, the bill 
up for consideration forbidding the 
sale of new motor vehicles after 
January 1, 1932, unless safety-glass 
equipped. Michigan's legislator 
wants such prohibition go into 
effect immediately and alter on 
make it compulsory on all cars and 
trucks. Neither of these has been 
voted on as yet. 


to 


ANOTHER Significant sign was 

found in the report of President 
Biggers that he has been told that 
several of the big insurance com- 
panies are about to reduce premi- 
ums on safety glass equipped cars, 
particulariy on buses and taxis. In 
this connection it was pointed out 
| that there is a chance for another 
reduction because of the theft-proof 
feature. It requires a special tool 
to cut safety glass, so that when a 
car thus fitted is locked, no one can 
| heave a brick through a window and 
'gain an entrance. 


. «¢ * 


PRECEDING this talk at the 

Toledo Club the press gents were 
taken through the big plants and 
given a chance to see how safety 
plass actually is made. If the bot- 
tom of this column was not so near 
to this line, I would have liked to 
have gone into details to this 
|trip through the plants. Suffice it 
to say, however, that now I really 
know how safety giass is made by 
Libbey Owen Ford 
| It is composed of two 
high quality plate glass 
middle sheet of transparent plastic 
bended to them. The inner sur- 
faces of the glass and the surfaces 
of the transparent plastic are first 
properly treated with a _ Libbery 
| Owen Ford scier+ f'-°"w developed 


as 


sheets of 
with a 


(Continued Ou 





System in Advertising Aids This F Ford Dealer 


Colorado Concern Uses 


Standard Ad Each Day 
With Service Copy Once 


A Week and Used Car 
Ads at Specific Intervals 


= N using 
space to 


used cars,” 


newspaper ad 
sell new and 
remarked 


Company, Ford dealer in 
Rifle, Col., “you must realize 
the need of good advertising. 
This must be backed up by a 
system in your newspaper ad 
campaign. In mapping out 
my campaign I decided to ad- 
vertise in the local newspaper 
at least once a week and more 
often when the occasion 
arose.”’ 

This policy demanded a good deal 
of thought and no little expendi- 
tare, but, according to Mr. Hobson, 


the results have been 
the effort. 

“Our standard ads are run every 
day,” said Mr. Hobson, “calling at- 
tention to the merits of the new 
Ford cars. Then, at intervals of at 
least once a week, service ads are 
used. These are designed to call 
particular attention to some feature 
of the complete service which we 
have to offer. 
painting, a grease job, 


well worth 


mechanical 


work, washing, or any other feature | 


of a firm which makes it standard 
policy to give complete service.” 

Regular advertisements on used 
cars also run at intervals of two 
months, an@, in the busier months 
of the year, every week. Sometimes 
the ads are used jointly, with a 
Service ad in one part of the paper 
and another calling attention to the 
90d used cars on hand in another 
section 

Mr. Hobson prepares his own ad 
copy. He is thoroughly acquainted 
with his selling district; he knows 
the people in the territory, and 
knows what to say that will be of 
interest to the people he wants te 
read his messages. 

Aan example of the type of mer- 
chandising which is being done by 
this small-town motor firm can be 
gleaned from the following instance: 
Rifle is a town in the neighborhood 
of 2,000 people, adjacent to a large 
territory in which the population is 
Scattered and comparatively small. 
The country dwellers must come to 
town, and their children must get 
there to go to school. 

Realizing this, Mr. Hobson ran an 
ad in the Rifle paper urging and 
advising parents to buy another car 
for the children—something which 
would relieve the family of using 
the family car for this purpose and 
make every one concerned happier. 
On the surface it would appear that 
few families could see fit to buy a 
car for the young people, but this is 
the way in which the scheme 
worked: 

As a direct consequence of the 
ad, Mr. Hobson says that he sold 
two new cars to teachers in the 
school and three used cars to the 
parents of children living some dis- 
tance from town. Aside from this, 
a list of a number of very good 
prospects was secured which will 
probably bear fruit later on, with 
a few more cars being sold as a re- 
sult of this one advertisement. 

A complete scrapbook of all adver- 
tising dome by the firm is kept. 
From time te time Mr. Hobsen goes 
over this book and notes the differ- 
ent types of newspaper publicity he 
has indulged in. By this study of 
old ads many ideas are developed for 
futere advertising. Also ads that 
have brought geod results in the 
past are sometimes used again sev- 
eral months later. 

Mr. Hobson is a firm believer in 
the merits of constant and consist- 
ent advertising as the only plaus- 
ible means of reaching his custo- 
mers. As a result he budgets his 
advertising at the rate of 2': per 
cent. of his gross annual] business. 
He reaches not only his own town 
in this way, but as far as a radius 
of fifty miles to other small towns | 
im that part of the state. 


Ralph | 
Hobson of the Hobson Motor | 


This may be either | 
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Tries an Innowation 


A USED CAR 
CAFETERIA 


Come in, pick out the used car you like. Write 
your own order, instead of paying a salesman to 
write it for you. You save the salesman’s commis- 
sion. Prices, terms and condition clearly marked 
on each car. 


We Have Used Cars From $50 to $450 


OPEN FVENINGS AND SUNDAY 
YOUR PRESENT CAR ACCEPTED IN TRADE 


Young Chevrolet Co. 
Oaklyn, N. J. Ph. Collingswood 2130 


THE YOUNG CHEVROLET COMPANY of Oaklyn, N., J., has started 
with 


Customers write their own tickets and get the salesman’s commission 


an innovation in used car business its “Used Car Cafeteria.” 


YOU asa dealer know that car sales 
are closed today because of dis- 
tinctive and exclusive features. 


TODAY you sell to experienced 


and women 
who know and appreciate de- 
which make cars 
easier to handle—enduring and 


CAREFREE motoring is the fea- 


i “s 
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| Brown Derby to Low Scorer 


| Speeds Up Ford Salesmen| 


1A BROWN derby hangs over the 
head of a 
| salle smen at Sholty Motors, Inc., 


dianapolis, east side Ford dealer. 
| A novel idea in sales competition 
| has been put into effect by O. V. 
| Sholty, president and general sales 
|manager of the company, with a 
| miniature speedway constructed and 
/a miniature racing car representing 
|each of the nine Salesmen in the 
|contest which has been designated 
as a “500-mile race,” continuing for 
|}a period of sixty days. 

Although, according to Mr. Sholty, 
the boys are staging a lively scrap 
|to keep their respective “racer” in 
front, or as near the front as pos- 
| sible, the real incentive for getting 
out and bringing in the business 
lies in the manace of the brown 
derby, which the terms of the con- 
test prescribe must be worn by the 
salesman scoring the smallest num- 
| ber of sales points for each week of 
the contest. 

“Wearing a derby is probably no 
| novelty to the average salesman of 
|} today, but the thought of wearing 
a brown derby a little late in the 
| accepted stiff-hat season keeps the 
| Boys on their toes,’”’ Mr, Sholty said. 

“The contest provides” much sport 


hustling staff of 
In- 


customers—men 
velopments 


trouble-free. 


summer, 


and amusement, and all the sales- 


men have gone into it with the win- 
ning spirit. They even went so far 
as to get out an ‘extra,’ in imita- 
tion of newspaper when one 
lagged in the rear, apparently un- 
able to hit his stride. 

Each week the points in new and 
used cars are tabulated, and the 
brown derby is awarded to the low- 
est scorer, who must wear the hat 
until he succeeds in shaking off the 
stigma of the tail-ender. This pro- 
cedure will continue until May 1, 
when the winners will be properly 
rewarded and a banquet held, but 
even at the banquet the distasteful 
derby will be an outstanding fixture, 
inasmuch as the contest rules re- 
quire the low man for the two 
months to wear the derby at the 
dinner table. 

“The idea has done much to pep 
the staff up, and the additional 
competitive spirit it develops is re- 
flecting strongly in our sales fig- 
ures.” 

The 
results 
will be 


style, 


contest, Mr. Sholty said, if 
indicate outstanding merit, 
continued throughout the 
or another form of com- 
petition to which the staff sub- 
scribes will be substitute d. 


a Ree emer 
ete 


ture that most strongly appeals 


to the car buyer. 


That is why 


BLJUR AUTOMATIC 
CHASSIS LUBRICATION 


is the Closing Argument 


for many a sale 


Bijur Lubrication as standard equipment is an outstanding sales 
feature on more than 500,000 American and foreign cars. 


BIJUR LUBRICATING CORPORATION 
Long Island City, New York 


ORIGINATORS OF MODERN 


CHASSIS LUBRICATION 
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‘Los Angeles Stewart, Distributor in 1930 Topped 1929 


Steady Gain in Profits 
Also Reported in Period 
Generally Marked by 
Depression; Follows Up 
Closely Prospect Tips 
From Satisfied Custom- 
ers 


ESPITE depressed busi- 
ness conditions during 
1930 that directly affected the 
sale of trucks, the Stewart 
Truck cae Perey of Cali- 
fornia, 1606 South San Pedro 
St., Los Angeles, Stewart 
truck distributor, sold almost 
10 per cent. more units in 
1930 than in 1929. 

However, this is not the most out- 
standing achievement made by the 
distributorship, which is headed by 
©. H. Earnest. An increase in sales, 
in itself, is no criterion by which to 


—— 


judge the success of a trucking firm. 
But couple that increase in sales 
with a steady gain in profits, such 
as this organization enjoyed in 1930, 


and there is the germ of a trade 
story. Here is that story as told by 
Mr. Earnest: 

“We often ask how we can achieve 
success in the distribution of motor 
trucks,” said Mr, Earnest. “Quite 
often we hear of some remarkable 
success in this field, and, for us, this 
success immediately becomes a speci- 
men to analyze. We, for a number 
of years, hoped to find a success 
which was not all wrapped up and 
labeled, ‘The result of hard work.’ 
We desired to find a magic sub- 
stance, the possessor of which would 
be bound to succeed. Later we dis- 
covered that ten or twelve hours a 
day spent in a business one likes is 
not hard work. This discovery 
marked a milestone for us.” 

How does the firm, including its 
sales and service staff, apply them- 
selves to hard work? 

“We leave no stone unturned to 
get prospects for our line. While we 
get them from various sources, in- 
cluding canvass and personal calls, 


EASY TO READ 
UNFAILINGLY ACCURATE 
RUGGED AND HANDY 


FLAT-BAR INDICATOR 


THE IMPROVED 


Schrader 


“DIRECT-ACTION” 


SERVICE TIRE GAUGE 


No. 6060 


Note the flat-bar indicator which 
replaces the cylinder-type indicator 


and makes it easier to read. 


Note the nice balance and slender 
barrel which make it easier to use. 


better 
for 


A. sull 


purpose gauge all 


Schrader 
types 


all- 
and 


sizes of balloon and high-pressure 


tires! 


Has all the usual Schrader 


superiorities for accuracy and rug- 


gedness the new 


mentioned above. 


plus 


features 
No complicated 


or delicate mechanism to get out of 


order. 


Calibrated from to lbs. 


to 60 Ibs. 


in 1-pound units; and from 60 Ibs. 


to 160 lbs. in 5-pound units. 
deflating pin 
age to valve cores. 
You need it.... 
you. 
supply you. A. 
Inc., Brooklyn, 


Toronto, 


It's ready 
Your regular jobber can 
Schrader’s 


Handy 


saves time and dam- 


for 


Son, 


London, 


Schrader 


Makers of Pneumatic Valves Since 1644 


Tire Gauges 


Tire Valves 


EE SURE IT'S A SCHRADER—LOOK FOR THE NAME _ 


advertising, etc., we find that tips 
from satisfied users has been the 
source of our most valuable pros- 
pect lists. We know from having 
kept a close check over a period of 
six months. We have sold more new 
and used units to prospects given us 
by our owners than from any other 
source, 

“We follow 
direct mail, telephone, 
and personal calls, whichever 
most effective at a given time and 
circumstance. After sending out 
factory letters we start sending per- 
sonally dictated letters, framed to 
deal with the imdividual problems 
and requirements of each prospec- 
tive buyer. 

“In our business we use no ‘high- 
pressure’ methods in closing sales. 
We familiarize ourselves with the 
problems of the purchaser, and 
then, in all sincerity, explain to the 
prospect the certain points of some 
one of our units that should best 
| fit his needs. In our fourteen years 
of truck selling we have never, 
| knowingly, let a prospect buy any 
;new or used unit until we had it 
clear in his mind as to what we 
| believ ed this particular unit should 
be able to do for him. We nave al- 
ways made it an iron-clad rule to 
secure On Our customers’ purchase 
order exactly what they desire in 
tires, body and all other special] 
parts and accessories. Then we see 
that the truck, when ready for de- 
livery, is exactly as the order states. 
Our used trucks are sold on exactly 
the same basis as new trucks, We 
sell them guaranteed to be in a 
certain condition, and see that they 
are. We endeavor to add all the 
new customers we can, but we are 
more proud of a repeat sale, and, 
after all, why should we lose a cus- 
tomer? 


our prospects up by 


telegraph 


“While used trucks are a prob- 
lem, with values too high, we do 
not let used trucks accumulate be- 
cause of a desire to hold out for 
the original 
| they Should move at. We prefer to | 
move them fast by taking a loss | 
in the light of later knowledge as | 
to the truck’s actual sales value. 
| Our used truck department usually 
has in stock from one to six units, 
and we have never had more than 
nine used units at one time. One 
| week in November, 1930, we did 
not have a single unit in stock.” 


Although Mr, Earnest emphasizes 
| the importance of taking a_ loss 
| quickly, if a loss is in evidence on 
a used truck, nevertheless the firm 


| probably trades closer than most | 


| truck distributors, thanks 
| novel plan of compensating 
salesmen. 

“In years past,” explained Mr. 
| Earnest, “we tried out every known 
| plan of paying salesmen. In 1930 
| we began our present system. 
| Salesmen now are paid a percent 
;}on the net profit to the house. 
| The house makes more money and 
| the salesmen make more. This is 
| paradoxical, but nevertheless true. 

“To cite a typical case. 


to a 
the 


|new truck sale, 
| truck trade-in. 


involving a used car 
Under the old plan 


he would receive a commission on | 


of 
the 


the new _ truck, irrespective 
| whether, due to the trade-in, 
| firm made any appreciable profit 
| Now, however, the salesman being 
|paid on the basis of net profit to 
ithe firm will trade closely on that 
| used truck and use every bit of his 
| Sales ability to consummate a sale 
| that 
}and the house. 
and the firm 60 per cent. 
profit. The salesman is not paid 
until after the used truck trade-in 
is sold and the deal is completely 
cleared up. Thus, if he sells a new 
truck, On which there is a possible 
profit of $500, and he takes in a 


in resale, he will get 40 per cent, of 
$300, instead of $500. 

“This plan makes a mediocre | 
salesman with potentialities a good 
salesman,” explained Mr. Earnest, | 
“a good salesman a better one, 


it kills off the loafer. The used | 





| house. Used trucks represent froze n | 
| assets or working capital to him the 
; Same as to us. 

The service shop was originally | 
intended for the service of the ais- | 
| tributorships’ own users, and, 
such, 


firm’s needs, However, just as in 


are | 


amount we figured | 


Assume | 
that a salesman has just closed a | 


is profitable to both himself | 
He gets 40 per cent. | 
of the | 


truck that will show a loss of $200 | 


and | ‘ 


truck problem becomes as much the | 
Salesman’s problem as that of the | 


‘AUBURN’S FEBRUARY 
SALES MORE THAN 
DOUBLE YEAR AGO 


New York, March 
tions of new Auburn cars in Febru- 
ary of this year were more than dou- 
ble those of the corresponding month 
of last year and were sharply higher 
than in January, according to re- 
turns from thirty-seven states and 
the District of Columbia. 

Auburn sales in these 
amounted to 1,355, as against 650 in 
the same states a year ago, a gain 
of 108 per cent., and comparing with 
829 in the same states in January, 
'an increase of 63 per cent. 

For the first two months of this 
year Auburn registrations in these 
states amounted to 2,184, as com- 

pared with 1,147 in the correspond- 
ing period of last year, an increase 
| of 90 per cent. 
| Showing that the uptirn in Au- 
burn sales was general and not lim- 
ited to any one section of the coun- 
try, the car established gains over 

February of last year in seventeen 

of the thirty-seven states and the 

District of Columbia. 

These states were California, Con- 
necticut, Llinois, Iowa, Kentucky, 
Maine, Maryland, Massachusetts, 
Missouri, New Jersey, North Caro- 
lina, Ohio, Pennsylvania, Rhode} 
Island, Virginia, West Virginia and 
Wisconsin. 

Even a better record was made for 
the first two months of the year, 
with nineteen states and the Dis- 
trict of Columbia reporting Auburn 
sales for the period as better than 
| the similar mouths of 1930. 

These states were California, Con- 
necticut, Florida, Illinois, Indiana, 
Iowa, Kentucky, Maryland, Massa- 
chusetts, Missouri, Montana, North 
Carolina, Ohio, Pennsylvania, Rhode 
| Island, South Carolina, Virginia 
| West Virginia and Wisconsin. 

Following is a comparison of regis- 
| trations of new Auburn cars in Feb- 
|ruary in the thirty-seven states and 
| the District of Columbia with those 
of the corresponding month of last 
year and the preceding month: 

Feb., . Feb., 
1931 1930 


26. — Registra- 


states 


Jan., | 
1931 
Alabama ee cs 
Arizona <a 1 
1 
80 
16 
4 
13 
3 


California 
Connecticut 


Illinois 
Indiana 

Iowa 

Kentucky 
Maine 
Maryland 
Massachuseits ..... 
Minnesota 
Missouri 
Montana 

| Nebraska 
Nevada 

New Jersey 
New Mexico 

| North Carolina 
North Dakota 
Ohio 


27 


Pennsylvania 

| Rhode Island 
South Carolina .... 
South Dakota ..... 
Utah .... 
Vermont 

| Virginia 
Washington 
West Virginia ..... 
Wisconsin 

| Wyoming re 
District of Col.... 


3 
87 
2 
als E 650 829 
Following is a comparison of reg- 

| istrations of Auburns in the first 


two months in the_ thirty-seven 
states and the District of Columbia. | 


- | December 31, 


| bates on prior year 


| December 


| 309; 


, 301; 
| Detroit 
| market 


$790,632; other income, $13,577; 


as compared with those of the cor- 
responding period cf .ast vear: 
1930 
1 
3 
1 
149 
21 
a 
18 
4 
151 
53 
20 
13 
1 
12 
60 
8 
43 
6 
13 


Alabama 
Arizona 
Arkansas 
California 
Connecticut 
Delaware 
Florida 
Idaho 

Illinois 
Indiana 

Iowa 
Kentucky 
Maine 
Maryland 
Massachusetts 
Minnesota 
Missouri 
Montana 
Nebraska 
Nevada 

New Jersey 
New Mexico 
North Carolina 
North Dakota 


Oregon 
Pennsylvania 
Rhode Island 
South Carolina 
South Dakota 
Utah 

Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
District of Columbia..... 


31 
10 
47 
19 


—_— 


Totals 1,147 


TIMKEN ROLLER BEARING 
REPORTS $7,524,122 NET 


Cleveland, March 26.—The Tim- 
ken Roller Bearing Company and 
subsidiaries report for year ended 
December 31, 1930, net profit of 


$7,524,122 after depreciation, inter- 
est and Federal taxes, equivalent to 
$3.12 a share on 2,411,842 no par 
shares of stock. This compares with 
$14,155,414, or $5.88 a share on 
2,407,624 shares in 1 1929. 


OTHER FINANCIAL NEWS 


ALLIED PRODUC Ts 
Report of Allied Products Corpo- 
ration and subsidiaries for year 
ended December 31, 1930, shows net 


* | loss of $138,728 after depreciation, 


etc.. comparing with net profit in 
1929 of $801,411, equal, after allow- 
ing for dividend requirements on 
$3.50 no par Class A stock, to $8.35 
a share on 75,000 no par shares of 


| common stock. 


YALE & TOWNE 
Report of Yale & Towne Manu- 
facturing Company for year ended 
1930, shows net loss 
of $296,931 after expenses and de- 


, |preciation. This compares with net 


income of $2,585,624, equivalent to 
$5.31 a share (par $25) on 486,656 
shares of stock in 1929. 


GARDNER MOTOR 


Motor Company, Inc., 


Gardner 


‘|reports for the year ended Decem- 
| ber 


31, 1930, net loss of $871,403 
after interest, adjustment of inven- 


| tories, writing down of capital stock 


of Detroit Aircraft Corporation, re- 
car sales and 
other charges, comparing with net 
loss of $433,174 in 1929. 

Income account for year ended 
31, 1930, follows: Net 
sales, $898,017; cost of sales, $954,- 
loss from sales, $56,292; ex- 
penses, $198,787; loss from oOpera- 
tions, $255,079; adjustment of fin- 
ished car inventory to market, $134,- 
adjustment of capital stock of 
Aircraft Corporation to 
value, $374,242; interest 
doubtful accounts, etc., $27,010; loss, 
577; loss, 
$777,055; rebates on prior year car 
sales, $44,348; net loss, $821,403. 


| SELF-OPERATING CLUTCH 


the case of the new truck depart- | 
ment, the service shop began feeling | 
the good will of customers, mani- | 
|fested in word getting around to | 
| those using other makes of trucks. 
| Now the shop is so busy with both | 


Stewart and other truck users that | 


for lack of room. 


NOW UNDER PRODUCTION 
Gloucester City, N. J., March 26.— 
The production of the self-operating 
clutch developed py Wade Morton 
is getting under way at the plant 
of the Automatic Drive and Trans- 
mission Company, Inc., here and 


as | by the end of 1930 it had to turn | shipments are being made to a num- 
it was large enough for the | away prospective repair customers | ber of leading producers for test in- 


stallations, 





Federal Distributor Out to Make 1931 


Ludlum Motor Company of 


Newark, N. J., Reports 
16 Delieveries in First 


Three Weeks of March 
With 87 Live Prospects; 
Goes After Used Truck 


Business, Also 


IGHTY-SEVEN live 

truck prospects in one 
day, sixteen new deliveries in 
the first three weeks of 
March, with ten more ex- 
pected before the end of the 
month, demonstrates that the 
Ludlum Motor Company of 
Newark, N. J., distributor for 
Federal trucks, has weathered 
the depression and is out to 
make 1931 the record year. 

G. H. Ludium, president, says that 
there is no doubt that the public is 
getting ready for a business revival. 
“There has been nothing like this 
sudden boom since 1926, our record 
year,” says Mr, Ludlum. 

“While competition has reduced 
profits,” he continues, “we are going 
out for more business. We are con- 
tacting fleet owners in different 
lines of business, and our sales this 


|Pany and merchandise 


tions, and reduced expenses, not by | 
indiscriminate cutting, but by a care- | 
ful reduction, by weeding out the | 
incompetent and plugging the leaks. | 
As a result, he made real money 
every year since, with the one excep- 
tion of 1930. 

Mr. Ludlum bases his success on 
practicing of stable business meth- 
ods, plus intensive sales efforts and 
lose attention to busine: 


SS | 
} 


Today he has the same faith in 
the truck industry he had in 1915. 
On May 1 next he is moving to a 
larger and better situated building | 
and has already notified his cus- 
tomers, mailing them this “removal 
notice” containing a map showing 
where his new place will be located. | 

He is on the job and works harder | 
than any of his employees and be- | 
lieves any and all customers should 
have prompt access to him. He be- 
lieves that personal contact is valu- 
able and should be maintained after 
the sale. The driver is as welcome 
as the owner. The value of such a 
policy from a sales standpoint can 
hardly be overestimated, he says 

He believes that be -re a sales- 
man can sell, he must first be sold 
on the organization, the product 
sold and the value of service. In 
this establishment salesmen are 
not turned loose with a catalog 
and a collection of photos plus the 
usual platitudes, but they are edu- 
cated. Sales meetings are held 
weekly. These are attended by the 
old, experienced and the newer 
men. These meetings are termed 
A, B, C courses, for they include 
written examinations which deal 
with chassis construction, body 
types, transportation, parts, serv- 
ice, etc, Prizes are offereq to pro- 
vide an incentive. In addition, the 
salesmen are sent to the factory 
school, where they spend two 
weeks, during which time they are 
compensated Between the dealer 
sales meetings and factory course 
the salesmen are afforded an op- 
portunity to learn mechanical con- 
Struction, service and selling. The 
Salesmen are thoroughly grounded 
in the service policy of the com- 
employ- 
“Ask the 
Prospects are 


it, 
sales clincher, 
owner.” 


ing that 
satisfied 


; invited to the service station and 


shown the immense stock o*% parts 
and facilities for servicing. 


Every truck salesman must sell 


, used trucks, for a trade-in will not 
| be accepted until the old ones are 


G. H. LUDLUM 

month indcate that the boom is not 
in one industry, but appears to be 
general, I base my belief that the 
increased truck sales mean better 
business on the fact that concerns 
do not buy trucks in the same man- 
ner that individuals buy passenger 
cars, While the individual with a 
fair income can pay for his car, a 
merchant or manufacturer must do 
business to pay for a truck. 

“Used truck business has also 
shown a big spurt. We are getting 
from twelve to fifteen inquiries a 
day Our used truck inventory to- 
day is but $1,000.” 

The Ludlum Company does not 
recondition used trucks, They are 
tuned up if available for further 
service. If they are past. that, 
they are sent to the junk yard. | 

Ludlum started in the truck busi- | 
ness in 1915, in a very small way, | 
without showrooms or service sta- | 
tion He bought a demonstrator, 
sold it, bought another, and soon} 
afterward he diverted part of his | 
profits to parts and a service station, 
for his study of motor highway 
transportation proved to him no 
dealer could hope to be successful 
unless he built for satisfied cus- | 
tomers and kept buyers sold by sat- | 
isfactory service. } 

In 1918 the volume of business re- 
quired larger quarters, a bigger serv- 
ice station and a greater invest- | 
ment in parts, so a building was| 
taken over. The factory recognized | 
the worth of this dealer by giving} 
him five counties and a part of an- | 
other. The following year his gross | 
business was the highest of any | 
dealer in the United States, but this | 
only spurred him on to greater ef- | 
forts, and in 1920 he repeated with | 
a gross over $100,000 greater than 
the preceding year, and although | 
1921 is said to have been a poor 
year for truck dealers, his sales in 
gross were a very tidy sum. Being 
@ business man, he foresaw condi- 
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WOODWORTH 
Self-Centering 
FENDER FLAPS 


A Big Seller for S 


One size adjustable to fit all width 
fenders. The only adjustable Flaps 
with the self-centering feature. 

Made in two qualities: A high 
grade Flap listing at $1.00 per pair, 
made of heavy duck back material 
with a coating which is not injured 
by tac or road oil. A _ cheaper 


WOODWORTH SPEC 
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EMOVAL NOTICE 
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A tter May ist, 1931, our new Showroom and Offices will be loceted o 


397-403 MARKET STREET 
NEWARK, N. J 


Ove Service Department entrance will be in the reer of the building st 970-978 
Raymond rd 


We take this opportunity to thenk you for your pest petronege ond hope to be 
able to serve you more efficiently in the future 


SERVICE 
/ OGPARTMENT 


LUDLUM MOTOR CAR COMPANY 
37-43 BRIDGE STREET NEWARK, N. J 
Seme Telephone Numbers 

Tol 908 - 2908 - 
LUDLUM'S METHOD of notifying customers that he is moving to 
new quarters. This notice was mailed, not only to his own customers, 

but also to all fleet owners in his territory 


entitled to credit, it has certain ad- 
vantages. 
Ludlum realizes that maintenance 


costs must come down, that the 
present and future buyer, new or 
old, will be more interested in what 
it will cost him to maintain his 
rucks than in design or unit. He 
also knows that costs can be con- 
siderably reduced by the utilization 
of special machines which will cut 
labor charges in two, if not better, 
for, after all, it is the labor item 
that is the cause of dispute. 


been reached. To stimulate selling 
of the used trucks, sales contests 
are arranged and changed monthly. 

The division of prospects requires 
tact, for the average salesman be- 
lieves the other salesman always has 
the cream. A large number of pros- 
pects are attracted to the showroom 
by consistent newspaper and direct 
mail advertising. The showroom 
prospects are handled by the sales 
manager himself, and those. not 
closed at the time of the call go to 
the salesman in the zone. Credit and 
commissions of the showroom sales 
are also divided among the sales- 
men, In other words, if the sales 
manager makes the sale, a salesman 
receives his compensation the same 
as he would have had he made the 
sale. A considerable amount of 
money thus goes to the sales force, 
and nowithstanding that some deal- 
ers argue that the sales force is not 


G Y 
“in 
Ul 


time allows fresh air to 
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_F. A. BROWNING NAMED 
REO DISTRIBUTOR 


Joplin, Mo., March 26. 7, 
Browning of Joplin has acquired 
the district distributorship for Reo 
motor cars, trucks and parts. His 
territory includes’ twenty-five 
‘counties in southwest Missouri, 
southeast Kansas and _ northeast 
Oklahoma, Headquarters and gen- 
sral distribution offices will be 
maintained in Joplin, with the 
sub-dealers in Springfield, Mo.; 
Pittsburg, Kan.; Miami, Okla.. and 
ather towns throughout the dis- 
trict. 


DAHLSTROM METALLIC 
DOOR RE-ELECTS OFFICERS 


Jamestown, N. Y., March 26.—At 
the annual meeting of stockholders 
and directors of the Dahlstrom Me- 
| tallie Door Company, manufacturer 
of interior metal trim for automo- 
biles and other metal equipment, H. 
&. V. Porter re-elected presi- 
dent. 

Other officers re-clected are: Carl 
vice-president; John A. 
Westman, secretary and general 
manager; Eric E. Carlson, treasurer; 
Sam Lundquist, assistant secretary 
ind treasurer; Emil W. Sellistrom, 
seneral plant superintendent 

GETS CHEVROLET AWARD 
Lincoln, Neb., March 26.—James 

B. Miller of the Du Teau Chevro- 
let Company has been awarded 
second place in the Chevrolet mo- 
tor sales contest for the Omaha 
zone territory, which includes west- 
ern Iowa, southern South Dakota 
and Nebraska. Mr. Miller is vice- 
president of the Chevrolet 100-Car 
Club, while B. Morrill of Hastings, 
Neb., is president. Frank Bailey of 
the Du Teau organization is also 
a member of the club. C. J, Raake 
of Orange City, Ia., is secretary 
and L. L. Smith of Omaha treas- 
urer. 


was 


PERFECT VENTILATION 


Prequently motorists sacrifice ventitation for i<amediate 

comfort in storms and cold weather. Windows are 
closed with resuleanc headaches—danger from poor 
vision, not hearing or giving sigaals. 

The position of Dole Draft Deflectors in the door open- 
ings causes them to act on the same principle as the” 
louvre openings in the hood. The vacuum behind the 
deflectors, created by the forward motion of the car, 
sucks the stale air from the interior and at the same 


enter without disagreeable 


drafts and unpleasant cross currents. 
Dole Draft Deflectors add a touch of smartness and 
refinement. Leading manufacturers have already voiced 
their approval. The deflectors have the ap 


arance of 


a permanent built-in part of the car, yet can be installed 
in five minutes without drilling or marring body finish. 


® ‘ 
pring and Summer 
grade Flap listing at $.75 per pair. 
made of the usual long-grain rub- 
herized material. 
One of the easiest selling auto ac- 
cessories on the market. 
Liberal discounts to Jobbers 
Dealers. 
Write for proposition. 


[ALTIES COMPANY 
New York 


and 


They remain in position and are ractle proof. 
Shatter proof safety glass is standard 


THE DOLE VALVE COMPANY 


1923 Carroll Ave., Chicago, Illinois 


Also manufacturers of Dole Double Compression 
Couplings, Dole Ball-Roll Couplings, Dole 


Thermostats, Dole Primers 


DRAFT DEFLECTORS 
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} | arguments developed during | 15-28—Los Angeles, Cal. 


be a bill of some kind for | 
Federal regulation of inter-| 
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The Parker bill, 
struggled along through two|the coming Congress. Inci- 
sessions, finally slept in a | dentally, now is the time to 
subcommittee while the late| 
short session adjourned, 

We may be certain that a| 
revamped Parker bill or some 
similar measure will reappear | 

| at the next session. Facts and 


tive fighting. 
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Pacific Coast | 
> y ( bv | Transportation Exposition, 
the recent inv : stigati mm y 20-April 3—Indianapolis, Ind, Eighty-first | 
| the Inte r state C ommerc e| meeting, American Chemical Society. 
Commission will be used as a| APRIL 


basis in formulating any ne Ww | ee eee meee 
oc y 2m rg s 
legislation presented to Con-| 41.43 seattle, Wash. Washington Motor 
| gress. Therailways wil ] Freight Association convention. 


oi cde Mich. Aeronautical Cham- 
|continue their energetic cam- hae at Oimmineres oanvansion. 


'paign to throttle competition | 1-1—Miss. Moly. International Auto 
truck They 20-23—Birmingham, Ala. American Society 
a : of Mechanical Engineers, meeting. 





|by bus and 


will strive earnestly t 0! .2%-may 1—Atlantic City, N. J. United 

A s a be ) oa) “on- 
|have any bill introduced | ee ee 
lcarry provisions that) MAY 


will enable them to remove | eae 
truck and bus lines as com-| 4- Washington, D. C. 
petitors for the transporta- 9-Aug. 9—Berlin, Germany. International 
| Garage Exposition 
| tion business that they have | 13-14—Tulsa, Okla. American Petroleum 
i Ss te, firs j-year peting, 
| previously enjoyed, Mayo Hotel. Se on 
It behooves the automotive | 5-16—Detroit, Mich. Society of Automo- 


industry to be on the alert | 





tical meeting. Book-Cadillac 


begin preparations for effec- | 


| COMING EVENTS || 


4- 9—Charlotte, N. ©. Good Roads Con- | 


Internationa) | 
} Chamber of Commerce, convention. | 


tive Engineers, nineteenth aeronau- | 


w hich tion that will be offered to ADRIAN McMANUS 


HEADS NEW CONCERN 


High Point, N. C., ‘March 26.— 
Adrian C. McManus, Inc., dealer im 
Studebaker and Pierce Arrow cars 
and trucks, have formally opened 
their branch at 809 North Main St., 
in the building formerly occupied by 
the Jefferson Motors Company. Of- 
| ficers of the company are Adrian C. 
McManus, president and treasurer; 
| Robert R, Vaughn, vice-president, 
;}and John W, Mills, Jr., vice-presi- 
dent and secretary. Officials of the 
High Point branch will be Horace L, 
| Deaton, manager, assisted by John 
| Henry, formerly with the Henry 
| Motor Sales Company of this city, 
j}and Walter C. Jones. 


JUNE 
| 8-12—Chicago, I. Radio Manufacturers’ 
Annual Show. 
15-18—Madison, Wis. American Society of 
| Mechanical Engineers, Oi] and Gas 
Power meeting. 
14-19—White Sulphur Springs, W. Va. An- 
} nual summer meeting, Society of 
Automotive Engineers. 
22-26—Chicago, Il, American Society for 
Testing Materials, annual meeting. 
SEPTEMBER 
26-Oct. 2—Atlantic City, N. J. Annual 
meeting, American Electric Railway 
Association, 
NOVEMBER 
10-12—Chicago, I. Annual meeting, Amer- 





| Stocks 


UTOMOTIVE DAILY) 
NEWS has recent]) 
completed its monthly survey 
of used car stocks, as our | 
readers noted in the paper a 
day or so ago, to find that the | 
total inventory at the present | 
time is a shade over 800,000 | 
units. This is approximately 
4 per cent. under the normal 
level] for this time of year. It 
is nearly 225,000 under the 
number of used cars in deal- 
ers’ hands on March 1, 1930. 

If we accept the generally 
used estimate of the number 
of automotive dealers doing 
business in America today, 
50,000, we find that the aver- 
age stock of used cars is six- 
teen per dealer. The average 
price of the used units cannot 
be far off $400, which would 
give us an average of $6,400 
invested by each dealer in 
this class of merchandise. 

From representatives of 
this newspaper in practically 
every important city through- 
out the country we have re- 
ceived reports that dealers 
generally are adhering to the 
conservative policy in taking 
in used cars. They also report 
that sales of used cars are 
proceeding on a satisfactory 
basis. 

Whatever the business de- 
pression has done, it certainly 
has served to force a better 
tone into the used car end of 
the automotive industry. The 
used ear problem has been 
the sour note in the symphony 
for many years. Preaching, 
teaching, shouting, have not 
served to make all dealers 
exercise the necessary care in 
handling used cars. Economic 
pressure has served, It is the 
old story, the lessons of ex- 
perience are the only ones 
that sink in and force prog- 
ress. It is quite within the 
bounds of possibility that the 
lasting effect of the present 
depression wil] be a new atti- 
tude toward this used car 
problem, which will eventu- 
ally remove it from the class 
of problems. 


Bus Legislation 
Coming 

HEN the new Congress 

assembles in December 

of this year, one of the pieces 

of legislation that will 


promptly be introduced will 
la 
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| 
| 
| 
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| 










motor 





transportation. 


and to fight inimical legisla-'* 


Bearing Life 


+ Comfort 


A Simple Equation Fraught with Meaning to Every 


Engineer, Operator, Car or 


HERE is just one sure way to pre- 
serve bearing life and that is by 


continuous fool-proof lubrication. 


That is why owners and operators 


demand, and factories furnish the 
preAziy 
Myers:..:System 


This is the one system that for years 
It has tripled 
the life of millions of bearings—saved 





has proved infallible. 


car and truck owners an enormous 
amount in repair bills, kept busses, 
trucks and automobiles on the road 
and out of the shop. 


27-20—New York City. 
trade Council. 


National Foreign | ican Petroleum Institute, Hotel 
Stevens 
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THE KEY TO 
LOW COST 
OPERATION 


Simple—Quick—Sure. 
No squeaks — Easy 
ridin g— Wonderful 
steering. At one-fifth 
of greasing cost it triples 
bearing life. 


Three thousand miles 
of operation per oiling 
is conservative — with 
ideal lubrication. 


CHASSIS LUBRICATING CO. 


RAHWAY =. . - ‘ 


NEW JERSEY 


Used and recommended by—Marmon, Reo, Pierce-Arrew, Dodge, Autocar, Diamond T., 


Fargo, Walker, General Moters Truck, Fageol, Ward, Lange, Relay. Ward La France 
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“Coal Deliveries ‘Profitable 


CARE IN CHOOSING CHASSIS CUTS. 
DELIVERY COSTS, G. M. 
REPORT STATES 


The following survey of the coal 
General Motors Truck Company 


complete text of this report is 


Company dealerships. 


of Pontiac, 
determining reasons for and reducing excessive costs 
The results of this survey are appearing serially in 
News, through the courtesy of the General Motors Truck Company. 
available 


delivery field was conducied by the! 
Mich,, with the idea of 
in this operation, 
Automotive Daily ! 
The 
at all General Motors Truck 


VERY coal dealer can think of perhaps a thousand things 


he would like to have in 
major issues can be stated ve 


The most satisfactory 


the chassis he buys. But the 
ry briefly: | 


chassis will be the one which can | 


produce the greatest amount of work at the lowest cost. 


The ability of the truck to accom-* 
plish a maximum amount of work 
depends largely on how well its de- | 
sign fulfills the demands for two | 


main qualities: 

Dependability—The ability of the 
truck to work day in and day out 
without need for costly repairs and 
costly time in the shop. 

Performance—The ability of the 
truck to get work done quickly and 
eitectively. 

Where Dependability Is Most Needed 

The repair records of scores of 
coal trucks show that, outside of 
normal minor repairs, the most fre- 
quent and costly repairs are for 
springs, rear axles, clutches, main 
bearings and frames. As we have 
already seen, many of these repairs 
can be eliminated by guarding | 
against overloads and by establish- 
ing systematic maintenance. But 
even more important is the design 
which the manufacturer builds into 
these vital parts. The chart here- 
with shows clearly the essential fac- 
tors of dependabie design which the 
coal dealer should watch closely. 

There are, of course, many other 
details of design which the dealer’s 
past experience with exeessive re- 
pair costs may prompt him to in- 
vestigate closely. The major sources 
of repair loss listed above, however, 
were found to be common in coal 
trucks, and close investigation of 
these points will help the dealer to 
determine the best chassis to buy. 

The ability of the coal dealer's 
trucks to get deliveries out depends 
in a large measure on the perform- 
ance built into ithe truck. But gaug- 
ing performance simply by a brief 
demonstration ride on a truck does 
not constitute sound buying. Any 
truck, for example, can show flashes | 
of speed and pull, the two. vital fac- 
tors of performance which deter- | 
mine the ability of coal trucks to get 
work accomplished. Buying a truck 
that will give the individual dealer 
profitable performance on his job is 
a matter of fitting the truck to the 
performance demanded by local 
conditions. Some dealers are locat- 
ed in hilly cities and towns, where 
the ability to pull is a vital factor 
in get.ing delivery handled quickly. 
Others are located in outlying ter- 
ritories, where lack of paving puts 
pulling power at a premium, Still 
others have many long deliveries, | 
where speed is vital to getting a 
profitable day’s work done. 

The aim of good truck perform- 
ance delivery of more coal—get- 
ting work done more quickly. And 
the fact that citics and states are 
raising speed limits on all types of 
vehic indicates clearly that mod- 
ern trucks, designed for fast deliv- 
ery, are far safer than the typical 
old, slow-moving truck of a few 
years ago—a type of truck that far 
too many dealers are now using. 

There is no reason oie even 
heavy duty coal trucks should not | 
be so designed that they pick up} 
rapidly, handle easily and quickly | 
in traffic, move along at relatively 
high speeds, without excessive wear | 
and tear, and do all these things 
with maximum safety. There area 
number of factors involved in get- 
ting this speed ability. These are 
the ones the coal dealer should 
waich closely: 

1. Power of the Engine—Only an 
engine with plenty of reserve pow- 
er can pull heavy loads of coal at 
high speeds, over a long life, with- 
@ut excess repair cost. 


is 


eS 


| 
\ 


edad 


| speeds, 


| dealers. 
| essential to fast delivery under these 


‘engine with plenty of reserve power 


2. Gear Ratios—A sufficient 
range of gear ratios, to provide for 
rapid, smooth pick-up high 
without racing engine 
and without sacrificing speed 
pull when it is needed. 

3. Easy, Dependable 
Steering gears which provide 
smooth turning. 

4. Dependable 
pick-up and high-speed 
demand a _ dependabie, 
erned flow of fuel to 
at all times. 

5. Safe Brakes—Plenty of braking 
area, simple brake design, easy, 
forceful brake action and absolute 
surety of brake operation are vital 
to saie high speeds. 

6. High - Pressure or Balloon 
Pneumatic Tires—High speeds with 
solid tires are impractical because 
of excessive wear on the truck. 

Snowy weather, which brings | 
rush peak periods, also brings the 
demand for equipment which can 
meet and handle heavy road condi- 
tions. Hilly routes, with heavy coal 
loads, slow up deliveries unless the 
truck has the power to pull them. 
Bad streets, bottomless driveways, 


and 


the 
slow 


Steering— 
sure, 


Fuel Feed—Quick 
running 
well-gov- 
the engine 


|alley deliveries—all these are com- 


mon to the experience of most coal 
Plenty of pulling power is 
conditions. These are the points to 
watch: 

1. Power of the engine—Only an 
can consistently pull through dif- 
ficulties without excessive wear and 
tear. 

2. Gear ratios—A strong pulling 
ratio in low gear is essential. Steady | 
increase in speed without extra 
strain under hard pulls, also de- 
mands a selective number of trans 
mission gears. 

3. Dependable 


“ 


fuel feed— Engine | 
starvation when on a long, hard} 
pull, with result in trouble. 

4. Dual rear wheels—Where hard | 
pulling is anticipated, dual wheels | 
ordinarily provide better traction. 


(To 


SPARKS 


(Continued from Page 2) 


Be Concluded) 


Heat and pressure 
applied to give 


bonding agent. 
treatment then is 
uniform and. permanent adhesion 
throughout the entire area of the 
safety glass. It might be likened to 
a sandwich with the two picces of 
glass as the bread and the plastic 
as the meat filler. 


* * * 


| 

VLOYD GIBBONS, who was at the | 
meeting, is the crusader whose 
radio talks are making the country 
aware of the virtues of safety glass. 
They were telling at Toledo how 
this has so closely identified him 
with the company that some of his 
letters speak of it as Floyd Gibbons 


| glass and ca'l the concern the Floyd 


Gibbons Company. 


HOLD FORD STYLE 

Omaha, Neb., March 26.— 
revue displaying the entire 
Ford passenger cars, trucks and 
commercial vehicies is being held 
this week by the McFayden Motor 
Company, Ford dealer at 2011) 
Leavenworth St. The doors remain | 
open until 11 each night. j 


}; hice 


REVUE 
A style 
line of 


| tell millions 


; and Lincoln dealer, 


|“When 


/ our 
| Out to sell, I don’t want him to have 


|/A man who is full 


SOURCES OF 
LOSS | 


Auxiliary 


Material 


Spring 
Failure | 


should 


|Axle shafts should be of ample thickness, especially at point of greatest stress, 


FEATURES 


|Total number of leaves. 
springs should be present 
give 


medium 
with 


in 


maximum support 


of wheel bearings 


should be 


of 


Axle Shaft 
Failure 


Material 
factor 


| overloads from 


safety. 
|Capacity rating for the truck should specify 


fully machined steel, 


definitely 


incorrect body mounting may be 


|\Clutch design should be as simple as is practical. 


More parts 
shop. 


Clutch mean 


Failure 


more 


wear, greater repair cost, and 


Plates should be of a material that eliminates warping. 


or heavy 
maximum 


the 
avoided, 


increased 


TO CONSIDER 


duty equipment, 
elasticity. 


just inside 


with high enough tensile strength to give a large 


capacity of each axle, so that 


loss of time in the repair 


|Pedal action should be as stiff as is practical, to pr event the driver from “rid! nz” the clutch. 


Bearing 
Failure 


Frame 


Failure | Ample 


|Combined strength in depth of frame channel, 


|Plenty of heavy supporting cross-members. 


How Used Car Sales Force 
Builds Business for House 


PeSTABLISHMEN r of a used car 


sales force equivalent in numbers 
and strength to the new car unit 
has been effected by Associated Mo- 
tors, Inc., of San Antonio, Tex., Ford 
The purpose in 
bringing the used car sales force to 
a par with the new car organization 
was to improve sales and conditions 
in this department and to pave the 
way for more new car sales through 
a low used car stock. 

“The prosperity of the automobile 
business is governed by the sale of 
used cars,” B. E. Brock, general 
manager for this firm, explained. 
a new car sold and an 
old car taken in on a trade, part of 
the dealer's capital will be tied up 
in that used car until it is sold and 
the capital brought back into the 
firm, 

“With this in mind, and with a 
‘determination to show a good year 
in both new and used cars, we de- 
termined to increase our used car 
department to an equal with our 
new car force. To do this we went 
out and hired the best salesmen we 
could find. Since we have inaugu- 
rated this plan it has been neces- 
sary to hire and fire quite a number 


is 


| of men in order to build up the kind 


of an organization we wish to have 
“I go a long way in looking after 
salesmen. When a man goes 
any worries on his mind but the 
sale of an automobile. If his rent 
is due, sales have been off, money 
scarce and expenses high, his mind 
is sO wrapped up in worries that he 
lis unable to give his full attention 
to selling an automobile. He must 
be in the proper mood, he must be 
cheerful, optimistic and aggressive 
of trouble is in 
no condition to be any of these. 
“New salesmen who join our or- 


‘Worth $§ -50 for 


QOneDay'’sTrip 


A Real LUGGAGE RACK—Fits 
ANY Car and ANY Pocketbook 


EOPLE have been hunting a luggage 
carrier like this for years. When they 
found it last summer, it sold like inot cakes 
with a five-minute installation 
profit 


Patent 


The Saturday Evening Post will 
about it—a welded enamel or 
stainless steel, 300-Ib. capacity rack that 
bolts on any bumper or bumperettes, folds 
up flat when you don't need it, pulls down 
for loading or getting at Spare ttre, and 
locks in either position 

Make money with PAR-RAK 
Master at I1935l prices Weite ioc 
discounts today 


| PETERS & RUSSELL. fac., Springhiald, 0. 
MAKERS OF 


This vear 


Bageage 
cata.og 


and a 


t 


ganization are allowed a drawin:z 


account. This account varies from 
$25 per week up to $50 per week. 
if I believe that I have a good 
salesman who will make me a good 
man when he gets started, I will 
allow him to draw a littl more 
than one in whom I am in doubt. 

“I want our satesmen to go out 
to sell, and not to worry. If they 
can’t keep their minds on selling, 
then we don’t want them in our 
organization. If, within thirty days, 
a man can’t show me that he is 
going to produce results, he makes 
way for a man who will. I have 
had to hire and fire a good many 
men, but I have never fired a man 
so long as he showed promise, nor 
so long as he was getting results. 
On the other hand, I will not tol- 
erate a man who brings in a nice 
bag of excuses and explanations 
each night in lieu of an order or 
two. 

“IT think it is worth noting right 
here that as long as we have been 
permitting our salesmen to draw 
on us for whatever they need to 
keep them in happy, comfortable 
circumstances, we have never had a 
man who has not earned more dur- 
ing the month than his drawing 
account. He is in better Spirits, is 
more cheerful, is in the _ proper 
mood to sell, and he gets better 
results. 

“We are merchandising our used 
cars as we do our new. We are tak- 
ing care of this business in a big 
way. I believe one of the greatest 
difficulties in the automotive indus- 
try today is the fact that the used 
car problem is regarded too lightly, 


}men to earn a lot of 


luary 31. 


; your 


Pressure lubrication is the best guarantee against oil iailures. 
Oil gauge should be present on dash. 
Oil filter should be provided. 


width of flanges, and thickness of the metal. 
Strength at the point of greatest stress in the ir aine—-directly back of the cab. 


and too much attention is given to 
the sale of new What profit 
is there in the sale of a new car if 


you have to allow $200 for the old 
one cn a trade-in? The profit is all 
wrapped up in the used car and will 
be there until the car is sold and the 
money back in the firm. 

“We have just as slrong 
organization in our used car depart- 
ment as he have in our new, and we 
make it so that the men in this de- 
partment ¢an earn just as much as 
men in others. We have men sell- 
ing used cars who earn from $300 
to $400 per month. If we could 
figure out a way that would enable 
them to make more, we would cer- 
tainly do it, for we want our sales- 
money, The 
salesman who earns big wages is 
the man who is doing big things for 
the house. 

“Whether or not we are getting 
results from our salesman is shown 
by the fact that W. H. Robertson, 
commercial truck salesman, and R, 
D. Powell, new car salesman, both 
won Ford cups for leading all other 
salesmen in the Houston branch 
district in sales for a period start- 
ing November 21 and ending Jan- 
In this district there are 
214 dealers, and when the contest 
started our Ford dealership was just 
a month and twenty-one days old. 
So far as is known, ours is the only 
dealership in the United States in 
which salesmen won both cups of- 
lered, 

“I account for this by the 
methods that I have previously ex- 


cars, 


a sales 


;plained. There is no good accom- 


plished in carrying a sick pup on 
sales force. A bad salesman is 
like a bad tooth, the quicker you 
have it out the better for the others. 
There are men who are ready and 
willing to sell, and who will sell. 
The problem is to keep changing 
until your organization is built up 
of these men. 


QUALITY COMMANDS ATTENTION 
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There is nothing finer ia interior equipment tian this Clock Mirror Combination 


by JAEGER. The mirror is 3° x 24, 


range of vision. Deep bevel 


wy * 


Finest glass. 
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‘—longer than the ordinary mirror with greater 


Beautifully finished. Lists at $17.50. 


JAEGER clocks ara regular equipment on Cadillac, La Salle, Minerva, Packard, 


Hispano-Suiza, ltsotta-Fraschini, etc., e 


pic 


Other Jaeger Models $17.59 to $90.00 
JAEGER WATCH CO., INC., 304 E. 45th St., NEW YORK 


E.L. Vail, Vice-Pras. 
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FACTS: 


This is not a statement of what we are going to do, or what we hope to do. It isa 
statement of what has been done. We have added 250 new dealers to the Auburn 
family since the beginning of January. We have built and shipped 7,000 units, 
which is over one-half the number of cars we sold in the entire year 1930. 


We have jumped from 17th or 18th place to 3rd and 4th positions in the largest 
cities of the United States, for instance; inthe city of Chicago with 316 units 
sold in the month of February our registrations were only exceeded by Dodge, 
Chevrolet and Ford. 


In Jefferson County (Louis- | In Cook County (Chicago), In the state of California, 
ville), 6th place. Auburn and Cord com- 8th place. 
bined, 4th place. 


In the city of Cincinnati . . 
? In Franklin County (Colum- In Linn County (Iowa), 
Auburn was exceeded only bus, Ohio), 6th place. Auburn was exceeded only 
Oy perm Crescent sad by Ford, Chevrolet and 
Willys-Knight- Whippet. In the city of Los Angeles, Willys 6.. 
Auburn was exceeded only 


In Pittsburgh and Allegheny by Ford, Chevrolet and 
County, 7th place. Buick. In Milwaukee, 9th place. 


We have developed a production of over 200 Auburn cars per day in our Con- 
nersville plant and since we are producing Auburn cars as well as Cord cars on 
the two lines at Auburn, Indiana, we are now capable of shipping in excess of 300 
cars per day (so don’t be deterred from taking on the Auburn franchise in the 


fear that you will not get cars). 


Notwithstanding the production of 4052 cars in the month of February we found 
ourselves with 2600 more orders on hand at the first of March than we had at the 
beginning of February and stocks of cars had not accumulated in the hands of our 


dealers or distributors. 


In the only registrations for January available, those shown in Automotive Daily 
News covering 41 states and the District of Columbia on Saturday, March 7, it 
showed that Auburn nationally in these states had jumped from 25th place in 
1930 to 14th place in 1931 in registrations. 
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Reasons: 


Auburn offers a complete line of Straight Eight cars ranging in price 


from $945 to $1345. 


These new Auburn Straight Eights are recognized—even by competitors 
—as offering the outstanding values on the market today. 


The public has accepted Auburn and its great value and is buying 
Auburn cars in great numbers from dealers. 


Auburn plants are working night and day to supply the demand. 
January was the largest January in the history of the Company by a 
wide margin. February was the largest month we have ever had with 
shipments of 4,052 automobiles—and March production up until March 
15 exceeded February by 50%. And up until March we have shipped 
over one-half the number of cars shipped in the entire year of 1930. 


Auburn offers everything the purchaser may desire—Silent Mesh, Free 
Wheeling—and along with these features so prominent in the public 
eye today Auburn also offers long wheelbase, 98 horsepower,  steel- 
draulic brakes, X-type cross member in frame, automatic Bijur chassis 
lubrication and a host of other features. 


Auburn requires no commitments from its dealers—you buy cars as you 
need them, not as we think you should have them. 


Auburn dealers, where they are in position to sell two lines of merchan- 
dise, also have the advantage of selling the Cord Front-Drive. 


At the new prices the Cord is equally as outstanding a value in the fine 
car field as the Auburn is in the medium price range. 


For those who desire the many exclusive advantages of the front-drive 
principle it is possible to secure them only in the Cord. This gives the 
dealer a market without competition. 


Auburn and Cord dealers are able to get their business on a profitable 
basis and do not have to buy it with long trades. 


If you are in the market for a money 
making franchise in 1931 write or wire 


Prices f. 0. b. factory. Prices subject to change without notice 


AUBURN AUTOMOBILE COMPANY, AUBURN, INDIANA 
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Here’s One 


. 


» <. ‘aillie Co. a Indian- 
apolis, With Hustler at 
Helm, Surpassed 1929 
Sales Record Last Year 
in Face of Depression 


most outstand- 
of 1930 in 


NIX of the 

ing records 

the automobile business in 

Indianapolis was established 

by the youngest distributor in 

the field, the J. C. Seanlan 
Company. 

Casting tradition and convention 
to the four winds, Jim Scanlon, as he 
is known to the trade in the Hoosier 
capital, has, through sheer fearless- 
mess and daring and his willingness 
te “shoot’ when others hesitated, 
built one of the fastest-selling or- 


MaRCK 27, ‘1931 


Dealer Who Made Record in 1930 


— 











ganizations in the city. 

Perhaps a brief summary of the 
history of the Scanlan company and 
the man at its helm would throw 
the desired light on the audacious 
nature that has been the keystone 
of the company’s foundation. 

Mr. Scanlan, whose gray hair be- 
lies his comparative youth, began at 
the bottom of the ladder. No doubt 
it seems long ago to him that he 
worked on the assembly line at the 
Indianapolis plant of the Ford Motor 
Company, but, as time is reckoned 
it has been but a few years. And 
as the automobile business moves, it 
perhaps seems a long time since he 
was a member of the sales staff of 
the E = Siecinhart Company which 
Operated branches in several Indiana 
cities distributing Cadillac, Oakland 
Dodge and Chevrolet cars, but it 
was later than 1920. From this staff 
of hustling salesmen, who sold cars 
when cars had to be really “sold.” 
have come some of the city’s most 


successful dealers and sales execu- 


NO. 1, J. C. SCANLAN, head of the J. C. Scanian Company, Dodge 
distributor in Indianapolis; No. 2, Scanlan Building as it is today; 
Ne. 3 shows timy salesreoms in which Mr. Scanlan established his first 
dealership six years ago; No. 4, the original Scanlan Building, since 
enlarged, to provide four times its original space. The original struc- 
(Continued on Page 12) ture is seen at the extreme right of the larger building 
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New Profit #- Dealers 


Phousands of dealers throughout the country are profiting 


by the value they get out of news. ‘They act on news 


information. 


You, can. benefit by this service because Automotive 
Daily News comes to you every day with up-to-the-minute 
news items, up-to-the-minute passenger car and truck regis- 
trations, specifications of cars and trucks—all red-hot news 
Price changes are given to you 
new acces- 


Daily 


too, 


ready for you to act on. 
over night, personnel changes, engineering news, 
sories, parts and equipment appear in Automotive 


News while sall of business value. 


Alert dealers throughout the country act on the news auick!y 
and Automotive Daily News provides it quickly. 


Pill in the coupon and benefit as thousands of other dealers 


are doing every day. 


= a ee ee ee ee ee ee es ce ee es ss es es 2 ss 


Automotive Daily News, 
2716 Graybar Building, 
New York City, N. Y. 


Qva2 2m  wumawse 


Please send me a sample copy of your publication. 


: ‘ ‘ 
Have one of your representatives call to explain your full service. 











NEW TRUCK SALES 
IN NINE STATES 
EXCEED YEAR AGO 


(Continued from Page 1) 


in the agricultural section of 
Middle West—Iowa, with 790 
against 652 a year ago, and 


with 267, against 268 last 


i two 
the 
sales, 
Arkansas, 
year, 

The other states 
| Over a year ago were 
159; Massachusetts, 
New Hampshire, 143 to 75; New 
Mexico, 113 to 86; Rhode Island, 
1134 to 127: South Carolina, 237 to 
| 230; Utah, 156 to 109, and Virginia, 
| $63. to 816, and the District of Co- 
| umbia 112 to 75. Vermont's sales 
|; were 75, as against 80 a year ago 

The total registrations for the re- 
porting states were 17,157, as against 
18,011 in January, off 4 per cent.. 
j}and comparing with 22.000 for the 
| same states in February, 1930, a de- 
cline of 22 per cent. 

Comparison of the registrations of 
| individual makes of cars in the re- 
| porting States with a year ago re- 
veals that few gains were set up 
Relay registrations were 20, as 
}against 19 in February of 1930 in 
;}the same states, while Studebaker 
showed 226, against 62, and Willys, 
111 to 98. 

Following are the 
ithe leading makes of commercial 
cars, in point of sales, by makes in 
ithe reporting states for February, as 
compared with the corresponding 
|}month of last year and the preced- 
ling menth of this yea 

Fel, Feb., 

| 1931 1930 

| Autocar os 15 115 
Brockway-Ind .. 62 152 

| Chevrolet 7,036 

| Diamond 187 
936 

37 
103 
126 
9,647 

$52 

1,357 
i97 

ly 

449 
sublic 2 24 
59 


reported 
Maine, 
708 to 660; 


266 to 


registrations ot 


Jan., 


93 
122 
5,957 
139 
843 
23 


9 


a0 


74 
8,495 
314 


Fargo 
Federal 

Ford 

G 
international 
| | Mac k 

| Re lay 

| Re 0 
} | Re} 
Ster ‘ling z 


173 
12 


ll 


Stewart 


| Whippet 


gains | 


1931 | 


West 


970 | 
Neb., 
200 | 

18} 


49 
211 
30 
163 


50 92 
225 6§2 
19 167 
147 212 
111 98 75 
Willys-Knight.. 17 34 18 

Following are the new commercial 
care registrations in the thirty-seven 
reporting states and the District of 
Columbia for February, as compared 
with the corresponding month of 
last year and January of this year: 
Feb., Feb., Jan., 
1931 1930 1931 

201 559 255 

107 168 129 

267 263 359 
California AT5 763 832 
Connecticut 286 365 194 
Delaware ....... 59 96 70 
Florida . 389 755 932 
Idaho 99 105 182 
Illinois 439 §=62,141 2,005 
Indiana 684 22k TT6 
lowa 790 652 546 
Kentucky 373 655 4038 
Maine 226 159 138 
Maryland 298 452 280 
Massachusetts 708 669 T8L 
Minnesota 296 536 500 
Missouri .795 2,284 313 
Mentana 151 231 182 
Nebraska 470 619 643 
Nevada ; 43 43 52 
New Hamp shire. 143 75 32 
New 751 ,000 435 
New iexie a . 113 86 203 
North Carolina,.. 379 452 463 
North Dakota... 89 123 98 
Ohio 021 j2at 30 
Oregon 248 331 301 
Pennsylvania 473 872 329 
Rhode Island... 134 127 83 
South Carclina.. 237 230 315 
South Dakota... 225 312 193 
Utah 156 109 83 
Vermcnt 75 80 60 
Virginia 863 816 352 
Washington 323 341 547 
Virginia 216 267 251 
»nsin 452 748 654 
Yolumbia. 112 75 100 


18,011 


Studebaker 


Alabama 
Arizona 
Arkansas 


Wise 
D. of C 
22,000 


Total 17, Li 57 


BUY CHEVROLET FIRM 
Lincoln, Neb., March 26.—H. M 
Boyd of Alma, Neb., and J. Schmidt 
of Grant, Neb., have purchased the 
Valley Chevrolet Company, Deshler, 
from E. M. Uphoff, and will 
operate the firm as the Boyd Chev- 
rolet Company. Mr. Boyd will be 

local manager of the company. 
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Delivery Council | Figures i in Training Bigs Store’ si Drivers 


Safety, Care of Packages, 
Courtesy to Customers 
Stressed at Sessions 
Twice a Month 


FIRAINING of drivers and | 

others of the delivery or- | 
ganization of Strawbridge & 
Clothier’s big department 
store at 8th and Market 
Streets, Philadelphia, 
maintains a truck fleet of 140 


~ units, from eighty to ninety | é 
: gn “ | trucks and packages is based upon 


of which are in virtually con- 
tinuous use, involves some in- 
teresting phases. 


Safety in driving, and this in- 


‘eludes the safety of the truck, driver | lost 


and load and that of other vehicles, 
drivers and property and, of course, 
pedestrians; the care and handling 
of packages and courtesy to the 
eustomer, as well as promptness in 
making deliveries, are the 
lights of the system in which the | 
drivers are drilled. There are, of 
course, other points of emphasis, but 
the foregoing are hammered home 
at the meetings of a novel organiza- 
tion—the delivery council—h eld 
twice a month in the office of Earle 
Powers, the superintendent of the 
store, and under his supervision. 

This system was put into opera- 
tion five years ago and has accom- 
plished much, including reduction of 
the insurance premium in _ four 
years from $27,000 to $10,963, re- 
sulting largely from the drivers 
conscientiously heeding their safety 
instructions. The delivery area is 
divided into districts and each dis- 
trict is represented by a delegate 
in the delivery council. There are 
two garages and a number of sta- 
tions, and in the latter safety talks 
are frequently given by authorities 
on the subject, as well as in the 
delivery council meetings. 

The men are addressed on the 
subject of safety by insurance rep- 
resentatives, Store Superintendent 
Powers and others well qualified to 
speak. Once a year, on March 14 
which marks the end of the insur- 
ance period, the delivery organiza- 
tion is tendered a banquet, at which 
a money distribution is made, the 
amount distributed representing 
one-half the sum saved by careful 
handling of trucks and packages, 
On March 14 just passed the sum 
distributed amounted to $2,037, di- 
vided pro rata, which means that 
the saving effected during the year 
was $4,074. But at this meeting and 
dinner, which were held in the main 
dining room of the store and at- 
tended by 138 delivery organization 
members, department officials and 
guests, there was another important 
distribution. 

This was the awarding to sixty- 
eight drivers as many “Safe Driver 
Certificates” by the Philadelphia 
Chamber of Commerce safety com- 
mittee, presented by Fred W. John- 
son, managing director of that com- 
mittee, the awards being made to 
those men who had no accident im 
the last year. Each certificate bears 
the signature and photograph of the 
driyer, with a stetement that his 
operating record for the previous 
calendar year has been safe. The 
Chamber of Commerce commitier 
certificate plan has been approved 
by the managers of upward of forty 
of the largest truck fleet owners 
in the city. While sixty-eight 
QGrivers received this award, 102 
members of the delivery organization 
shared in the distribution of the 
money saved by carefulness. 

Mr. Johnson lauded the drivers 
as outstanding leaders in the field 
of safety and reminded them of 
their responsibility, adding that safe 
driving depends more on the attitude 
of the driver than it does on the 
law. Guests included W. F. Mar- 
shall of the New York Indemnity 
Company and the following store 
officials: John Jackson, genera) 
superintendent; Roy E. Clark, sales 
manager; L. G. Andrews, controller, 
and B, C. Burlingame, manager of 
the firm’s Main Line store. 

The drivers, who must be 21 years 
old, or over, must come highly 
recommended. They are employed, 
as is everyone hired by Strawbridge 
& Clothier, only through the per- 
sonnel department, and are directly 
responsible to the delivery super- 
intendent. The idea is to select only 


which | 


| truck, attendance and general char- 
The distribution of half the | 


‘ atiies men of high character and | knowing fully its capabilities and | |G. M. DEALERS IN CANADA 


ability in their field. Once chosen, | 

they are carefully tested and | 
trained in the ways of the organiza- 
tion. Any driver who has shown 
himself to be negligent in observing 


| safety regulations is called to ac- | 


| count by his own body, 


| acter. 


the delivery 
organization. 

The drivers are highly paid. They 
not only receive a salary, but are 
entitled to a bonus, provided they 
fulfill the requirements with re-| 
gard to appearance of uniform, pro- | 
vided by the company; care of their | 


money saved in a year by care of 


| the figures of 1928, when fair condi- 


} 


tions obtained, with reference to 


such items as insurance reduction, | 


accident repairs, damage to pack- 
ages and furniture and packages | 


sharing plan. 


While the fleet is a mixed one, 


| being divided among Whites, Brock- 


high | 


ways and Sterlings, it is so arranged 
that a driver always has the same 
truck, so 
oughly familiar 


with its oper ation, 


It is, in effect, an equal profit- | 


that he becomes | 
in operation that is not painted so| 


| limitations. 

“We impress on the drivers,” said | 
Store Superintendent Powers, “$n | 
our safety talks, that no Straw- 
bridge & Clothier truck has the | 
right of way over any other truck. 
We have the reputation of treating 
our drivers so well that we would 
never have any difficulty in secur- 


| ing reserve drivers in excess of the 


number we now have, as they would | 
be only too anxious to work here | 
under our conditions. In peak sea- 
sons, such as Christmas time, we 
are operating practically all of our | 
140 units. Not all of our deliveries 
by any means require a helper on} 
the truck, but when helpers are 
needed, they are put on. 

“The Delivery Council plan has | 
been working out most satisfactori- 
ly, as is shown by the results—the 
carefulness of the men in <r d fl 
and in handling packages and the} 
savings effected, including the| 
notable reduction in our insurance | 
premium, The whole idea is one of | 


| helpful co-operation and the big | 


| point is that the morale of the driv- 
er is improved. We haven't a truck | 


AFFECTED BY INSURANCE 


Montreal, 
eral Motors Corporation agreement 
with the Metropolitan Life Insur- 
ance Company, under which group 
life insurance will be made avail- 
able to all General Motors auto- 


| motive dealers and their employees 


|}in the United States and Canada, 
| will be available to more than 1,000 


General Motors dealers in Canada, 
land their employees, according to 
|R. S. McLaughlin, president of 
| General Motors of Canada, Ltd. 

In a letter to the 1,000 General 
Motors dealers in Canada, Mr. Mc- 
Laughlin pointed out that since 
group insurance was established by 
General Motors in December, 


| to the beneficiaries of 4.380 General 
| Motors employees in Canada and 
the United States.” 


that its appearance is first 
and all are mechanically jn 
condition.’ 


THE®SENSATION ’ OF THE 
TRUCK INDUSTRY 


THESNEW, 
Stewart ' 


ati“8” developing 
of 50 to 60 miles 


370", 190", 226" and 241" Wheelbases 
Still. another. Stewart triumph! This time 


130 horsepower, capable 
an hour. ‘A marvel of 


power and speed for long, fast hauls. The 


new Stewart “8” 


smooth and vibrationless. 


motor is designed 


is rugged, powerful, yet 
Its heavy duty 
for gruelling work. No 


road is too rough, no job too tough for 


thie ‘*. 
From radiator to 
rated truck bui 


MODELS 


ry inte 
, & Cylinder....... 
© Cylinder. .......<. 


seeereeeae 


seceeoccere 


Camco 


“see 
SEREESESE 


: es 
ESSEF 


. seeeeeeeees 


855 


Cyhi 
44 too, ¢ Cylinder. 


, © Cylinder....... eee 


€7 ten, 6 Cylinder. eacne 
Fire Apparatue 


seee 


eecccccecete 


ee ee ence e gees SOOO 


tail light, it’s an honestly, 
lt by exclusive truck 


a S190 
aon Sees 
cas  BR105 
See. s-aeees 

91065 


. 


> Sane0e 
$4000 


ae alae evens BO7OO 
Double Gear Reduction’ Axle 


oss 82000 
. S2080 


Cables: Sewartruk Buffalo. 
Codes: Acme, Bentley. 


seese $4000 
oo 90700 


The Stewart liberal dealer francisise 
offers beth cay and truck dealers an 
wrusol money making opportunity 


MOTOR TRUCKS 


STEWART MOTOR CORPORATION 
BUFFALO, WN, Y. 


makers. 


March 26.—The Gen- | 


|to examine 


1926, | 
‘more than $7,000,000 has been paid | 


ING. J. SENATE APPROVES 


COMPULSORY INSPECTION 


Trenton, N. J., March 26.— The 
Senate has unanimously approved 


ithe bill to require all motorists to 


have their vehicles inspected 
nually for mechanical defects. 

Garages would be designated by 
the commissioner of motor vehicles 
to act as official inspection stations 
brakes, lights, mirrors 
and windshield wipers and charge 
the motorist a fee not to exceed 
50 cents. 

The commissioner would have the 
power to revoke the registration of 
any vehicle not inspected. Fine of 
$50 or ten days in jail is the penalty 
provided for mechanics failing to 
make proper inspection. 


an- 


DOGGETT SELLING FORD 
Gaffney, S. C., March 26.—The 
Doggett Motor Company of Forest 
City, N. C., has acquired the fran- 


|chise for distribution of Ford auto- 


mobiles in the Gaffney territory, 


| succeeding the Davidson Motor Com- 
| pany, 
| Six years. 


which held this contract for 


The new Stewart 3'4-tonner, like 


all Stewart models, is built to give years 


of constant service. 


If your demands include long, fast hauls at 
low operating cost, get “America’s Greatest 
(Truck Value” on the job. Let Stewart 
performance prove Stewart claims. ‘A ride 
behind the wheel of this new Stewart “8” 


will amaze you. 


Free catalog sent upon request. 


SPECIFICATIONS 
MOTOR—® cylinder truck type bore 8%”, 


stroke 4%”. 
eleaner. 


eeterator 
cleaner. 


Horee power 136. Built-in oti 


CARBURETOR —Lotest, Stromberg with ae 
wan ‘manifold. 


economizer and air 


JGNITION-—Deleo Remy—direct gear driven. 
Also Delco Remy starter with Bendix gear 


shift. 


TRANSMISSION—12 speede forward, 8 re- 


verse and overdrive. 


The overdrive per- 


mite slow motor speeds on long, fast runs. 


STBERING 
type. 


SPRINGS 


WHBELBASE~ 
ase”, 


GEAR 


Latest Ross roller pear 


FRAME.-Side rails unusual depth of 9”. 
Frent 46” 
equipped with heiper type standard. 
RPAR AXLE-—Timken double reduction type 
— fll floating, 
BRAKES — Bendix 
equipped with vacuum booster. 
TIRES—#.00-2¢ all around. Duwuals rear. 


170” Standard. At extra cost 
226” and 241”, 


x 3”. Rear 36” x 8”, 


Worm optional. 
4 wheel mechanical, 


WEIGHT— 7425 bbe. 





SP P. A. TRUCK ADDS 
MANY NEW DEALERS; 


SALES SHOW GAINS 


South Bend, Ind., 


March 26—| 


A long list of new dealers in many | 
parts of the country was issued to- | 
day by the S. P. A. Truck Corpora- | 


tion. 
Studebaker 


trucks have climbed 


from eighteenth to sixth place in 
registrations in five months, accord- | 


ing to C. H. Wondries, vice-president 
in charge of sales of the S. P. A. 
corporation. 

From eighteenth place last 
August the company’s product at- 
tained tenth place in the final four 
months of last year and in Janu- 
ary of this year reached sixth place, 
which it has maintained, Mr. 
Wondries said. 

Following are the new dealers an- 
nounced by the company:— 

Chandler Motor Sales Company, 
Worcester, Mass.; Harry Ellermeyer, 
Kittanning, Pa.; Country Ice Com- 
pany, Clinton, Iowa; Fluckiger Mo- 
tor Company, Davenport, Iowa; 
Ever Ready Accessory Store, Louisa, 
Ky.; College Corner Motor Com- 
pany, College Corner, O.; John Law 
& Son, Lebanon, O.;: Chatham 
Brothers, Harrodsburg, Ky.; William 
Hems, Calexico, Cal.; Basham Mo- 
tors. Hot Springs, Ark.; Russell 
Brothers, Port Chester, N. Y.; Olan- 
der Motor Sales Company, Aber- 
deen. S. D; Inter-State Motors, 
Inc.. Billings, Mont.; Eau Claire 
Motor Company, Eau Claire, Wis.; 
Zenoft Motor Sales Company, Chip- 
pewa Falls, Wis.; J. E. Sandlie, Inc., 
Grand Forks, N. D. 

Miller Auto Company, Miller, S. 
D.; Lees Motor Company, James- 
town, N. D.; Blaisdell Motor Com- 
pany, Minot, N. D.; J. H. Auto Com- 
pany, Frankfort, Ind.; 
Auto Sales, Rushville, Ind.; Me- 
Serve's Garage, Salem Depot, N. H.; 
H. S. Neff Company, Ware, Mass.: 
V. M. Elmore & Son, Decatur, IIl.; 
Capital Motor Company, Jefferson 
City, Mo.; Johnston Motor Sales, 
Winthrop Harbor, Ill.; Henry Aber- 
son. Dickinson, N. D.; Lynd’s Garage, 


— a 


Harmon, 
Fort 
Onida, S. D.: 





THE GROWTH of specialized service in Long Island City during the 


past year has resulted in the opening recently of the new branch of 


Smith & Gregory of New York, Inc., at 45-01 Northern Boulevard. 
This is considered the most up-to-date and best-looking sales and 


service building for automotive equipment on Long Island 


N. Y.; F. R. Fackleman, 
Pierce, S. D.; W. O. Smith, 


The Pioneer Automo- 


bile Company, Springfield, O.; Crow- 


gey Motor 


Va.; W. R. Parker 
Greenfield, Mass. 


Newhouse | 


Magranis 
ampton, 
Pittsfield, Mass.:; 
Great Barrington, Mass.: 
Kinsley, Kan.; 
Appleton, Wis.: 


Motor 
Mass.: 


West Frankfort, IIL; 


tor Car Company, 
vertown Motor Company, 


Company, 


Weaver 


Motor 
Otterson 


Wytheville, 
Inc., 


North- 
& Nuttall, 
Iemolini’s Garage, 
J. H. Ross, 
Inc., 
& Shipp, 
Hawisher Mo- 
Lima, Sil- 
Elmira, 


N. H.; 
Springfield, Mass.; 
Crookston, 
Motor Company, 
Peter C. Caves, Phelps, 
Osenbrugge, 
kill Auto, Catskill, 
Conochy, 
Transportation, 


N. Y.; Mitchell's Garage, 
& Valentri, 
Henry Luhring, 
Webster-Burke 
Brownsville, 
a a ee 
Cats- 


Medford, Ore.; 
N. Y.; H. J. Mc- 
and Bus 
New York, N. Y. 


IN NEW LOCATION 
Philadel! phia, 
berg’s Tire Service, 
ed at 1407 North St., 
to 639 North Broad St. 


Rochester, 
West 


Tex.; 


26. — Eisen- 
r years locat- 
has removed 


1 INDIANAPOLIS CAR 


| tives, and it is questioned whether 
lany of 
| present Dodge distributor. 


DISTRIBUTOR HAD 
RECORD IN 1930 


(Continued from Page 10) 


these stars outshine the | 
After a 


| brief term as manager of the Stein- | 
| hart branch at Lafayette, Mr. Scan- 


lan returned to Indianapolis to be- 


'come a dealer in his own name, 


and, in 1925, opened a small place 
as an associate dealer for Oldsmo- 
bile on the edge of automobile row. 
There, with a one-man service de- 
partment, he was his own sales and 
office staff, but within a year he 
was looking for more room and a 
place to build a place of his own. 
Here is where his typical daring 
led to much doubting at his decision, 
but which past sales records appar- 


lently have justified, for he chose as 


the location for his building a site 
in one of the most run-down sec- 
tions of the city. The lot, however, 


|was on the city’s main east and 


west thoroughfare, which, no doubt, 


| has lent much to this dealer’s suc- 


'ecess and which, of course, 


was a 
factor in his selection of the site. 

Elaborate showrooms in the high- 
rent district mean nothing to the 
automobile buyer, is the expression 
of Mr. Scanlan, who, like the fabled 
figure who built the mousetrap in | 
the wilderness, has during the last 
five years proved conclusively that 
“if the people like you and your or- 
ganization and your way of doing 
business they will seek you out.” 

In 1928, two years after the origi- 
nal Scanlan building was erected at 
1404 West Washington St., three 
miles from the nearest end of auto- 
mobile row, an addition to the struc- 
ture was completed, giving more 
than four times the original floor 
space, and yet the selling organiza- 
tion was among the smallest. In 
that year, however, the company, 
still an associate dealer, grew with 


| leaps and bounds, and the following | 


year attained even greater heights, 
setting the pace for one of the great- 
est national dealer set-ups in exist- 


}ence and bringing _Tepeated calls 





| customer. 


| even in hard times,” 
one of the toughest years he has 


wan 


from sastenye representetives seek- 
ing new connections. 

Late in 1929, after delivering more 
than 300 cars in the $1,000 price 
range, the J. C. Scanlan Company 
accepted its present contract with 
Dodge Brothers, and during the year 
of 1930, when practically every other 
line moved backward at varying per- 
centages ranging from 30 upward, 





| the Dodge line actually held its own, 


with a few cars to spare, over 1929, 
the peak year. 

The Scanlan business at times 
seems to be one built on friendly re- 
lations of the company with the 
Satisfying every whim of 
the purchaser and often sacrificing 
odd jobs in the service department 


| have paid huge dividends. 


“Never let a few dollars in repair 
bills s'an“ between you and @ ffi- 
ture sale,” is the advice sometimes 
given by Mr. Scanlan himself. “Not 
he adds after 


ever faced from a standpoint of get- 
ting the public into new Cars. 

One of the first dealers to aban- 
don automobile row, which since -has 
taken root in practically every com- 
munity, Mr. Scanlan has found his 
location particularly advantageous 
in moving used cars. With little 
effort in the way of advertising, his 
used car department has recently 
reduced the stock to comparatively 
few units. To this almost entire 
credit is given the fact that the 
company is located on the main 
street, leading into one of the city's 
largest foundry and factory sections. 
The cars are displayed on a COov- 
ered lot, and often at .ract pur- 
chasers from the passersby. 

“Watch your P’s and Q's, which 


|are $ and c signs in business; make 


hay while the sun shines and don’t 
be afraid to take a chance once in a 
while,” is the doctrine of this gray 
young sales philosopher. “People 
like the sporting instinct, and the 
fellow who never took a chance 
never had a chance.” 


FORD DEALER HONORED 
Orange, N. J., March 26.— Leon 
Henschel, Ford dealer of West Or- 
ange, has been elected a director of 
the new merchants’ division of the 
Chamber of Commerce and Civies of 
the Oranges and Maplewood. 


aE 


Cumulative New Come Car Registration Statistics, February, 1931 


Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, II., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Some of this data has been published previously, but it is given here complete for the convenience 
of our subscribers. Commercial car registrations do not include busses. Comparative figures for February, 1939, will be found on Page 13, 


Returns for today: Iowa, Kentucky and Maine. 


States 


Indiana 
national 
Studebaker 
Willys- 
Knight 
Miscel- _ 
laneous 


Brockwa y . 
Chevrolet 
mond-T 
Republic 
Stewart 
Whippet 


Federal 
Inter- 


Alabama 2 : } 201 Alabama 
: — : ‘ " . . i . oy = j : a a | "07 Arizona 
~ 267 Arkansas _ 
1475 California 
286 Conn, 
59 Delaware _ 
~ 389Florida 
~ 99Idaho 
~~ 1439 Illinois 
684 Indiana 
7190lowa 
373 Kentucky 
226 Maine 
3 —«298 Maryland _ 
5| 708 Mass’setts_ 
ai tt 1; 296 Minn. 
Missouri _¢ Ff @ ‘ ) ; 66, ~C*S , mca 7 ; a : é : ae 19, 1795 Missouri 
Montana 1 53 “$i ee a = is a - a “1, 151.Montana 
Nebraska | Pi a —3 ; \ aes ‘ : ; bees . : ~~) || 470 Nebraska 
Nevada | a3 = 3| - j ‘ f ‘ — — — . ] ] | : ma ~ | |  38Nevada = 
N. Hamp. | _ 3, eae Se : —_ E : = T 3 , : ~ || 143.New Hamp 
N. Jersey | 751.N. Jersey 
N. Mexico _ ~ 113.N, Mexico 
Nor. Car. 4 ~ 370 Nor. Car. 
=. Dak, to 89 Nor. Dak. 
io 1021 Ohio 
Oregon — aie Ti ~ 248 ae lh 
Penna, | 1478 Penna. 
Rho. Isl. | 134 Rho. Ist. 
S. Car. | ~ 237.8. Carolina 
! 
| 
! 


Arizona 
Arkansas 
Calif. 
Conn. 
Delaware 
Florida | 
Idaho 
iinois 
Indiana - 
Towa 
Kentucky 
Maine 
Maryland 
Mass. 
Minn. 
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Se : 2258S. Dakota 
Vermont A 156 Utah ee 
irgzini 75 Vermont 
eo t ~ 863 Virginia Eee 

s 323 Wash’ton _ 

W. Va. | ii 216, W. Virginia 
Dui oC — 3) 452 Wisconsin 
: 3| 112\Dis. of Col. 
Totals | 67, 
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Pacific Coast Car Sales 
Show Decline in February 


EW YORK, March 26.—Regis- 
trations of new passenger cars 
fin the three Pacific Coast states in 
February aggregated 12,320, as 


against 16,035 in January, a decline 


of 23 per cent., and comparing 
with 22,731 in the corresponding 
month of last year, a falling off of 
45 per cent. 

For the first two months of the 
year new car sales in these states 
were 28,355, as against 40,975 in 
the. corresponding period of last 
year, a decline of 30 per cent. The 
February sales on the Coast were 
somewhat disappointing in Febru- 
ary, but this was due in part to 
the fact that in January sales 
showed a greater than normal 
S@asonal upturn over December. 
This was followed by a leveling 
out of sales in February. 

California registrations in Feb- 
ruary were 9,797, as against 12,379 
im the preceding month, off 24 per 
cent., and comparing with 17,711 in 
February of last year, a drop of 44 
per cent. Sales in the first two 
months in this state were 22,176, as 
against 31,613 a year ago, off 29 per 
cent. 

Washington registrations in Feb- 
ruary were 1,390, as against 2,302 
in January, off 39 per cent., and 
comparing with 2,376 a year ago, off 
41 per cent. Sales in the first two 
months in this state were 3,692, as 
compared with 5,755 a year ago, a 
decline of 35 per cent, 

Oregon registrations in February 
were 1,133, as against 1,354 in the 
preceding month, off 16 per cent., 
and comparing with 2,644 in Febru- 
ary of last year, off 57 per cent. For 
the first two months sales were 2,587, 
as against 3,607 in the similar 1930 
period, a drop of 31 per cent. 

Registrations of Auburn, Cadillac 
and Plymouth cars were higher in 
California in the first two months 
of this year than in the correspond- 
ing period of 1930, while in Wash- 
ington, Cadillac, Cord, Pierce- Arrow, 
Studebaker, Stutz and Willys sales 
were greater than a year ago. In 
Oregon, Buick, Cord, Graham, 


——— 


Pierce-Arrow and Reo sales topped 

a year ago. 

The following table compares new 
passenger car registrations in the 
three Pacific Coast states for Feb- 
ruary with the preceding month and 
with the corresponding month of 
last year: 

Feb. ’31 Feb. ’30 Jan. °31 
9,797 17,711 12,379 
1,390 2,376 2,302 
1,133 2,644 1,354 
Totals.... 12,320 22,731 16,035 
Following are the new car sales 

in these states for the first two 

months of this year, as compared 
with the corresponding period of 

1930: 


California.. 
Washington 


1931 
22,176 
3,692 


1930 
31,613 
5,755 


California 
Washington 
Oregon 2,487 3,607 

, | er 28,355 40,975 

Following are the individual reg- 
istrations of cars in the three states 
in the first two months of this year. 
as compared with the corresponding 
period of 1930: 

CALIFORNIA 


1931 1930 


Willys- Knight 


549 
114 
Studebaker 764 
Stutz 5 
iki 11 
42 
182 
158 
Miscellaneous ....- 66 


Auburn 
Austin 
Buick 
Cadillac 
Chevrolet 
Chrysler 
Cord ‘ 
De Soto 
Dodge 
Durant 
Essex 
Ford 
Franklin 
Graham 
Hudson 
Hupmobile 
La Salle 
Lincoln 
Marmon 
Nash 


| Oakland 


Auburn 
Austin 
Buick ... 
Cadillac 
Chevrolet 
Chrysler 
Cord 


Dodge 
Durant 


241 
246 
1,197 
333 
5,700 
345 
15 
384 
705 
314 


Oldsmobile 
Packard 
Peerless 
Pierce-Arrow 
Plymouth 
Pontiac 

Reo 
Studebaker 


| Stutz 


Viking 
Whippet 
Willys 
Willys-Knight 


| Miscellaneous 


| Packard 


375 
7,902 
Franklin 
Graham 
Hudson 
Hupmobile 
La Salle.. 
Lincoln 
Marmon ... 
Nash 
Oakland 
Oldsmobile 


642 
317 


397 


637 


Peerless 2 62 
Pierce-Arrow .... 88 


Plymouth 2506 


Auburn 
Austin 
Buick 
Cadillac 
Chevrolet 
Chrysler .. 
Cord .. 

De Soto... 
Dodge 
Durant 
Essex 

Ford 
Franklin 
Graham 
Hudson ... 
Hupmobile 


_MAROH | 27, 


1931 


Do You Want Coun- 


ty Registration 


Figures? 


NY one desiring names 
and addresses of new 


passenger 
cities, towns 


car 


buyers 
and counties 


may procure them at nom- 
inal cost through the Service 
Department of Automotive 


Daily News. 


In addition to the passen- 
ger car service mentioned 
monthly, reports by counties 
may be purchased, giving 
the number of each make in 


each county. 


Similar 


re- 


ports are available for com- 


mercial cars, 
names and 
purchasers. 
Whatever 
want regarding the 


except 
addresses 


service 


the 


of 


you 
sales of 


passenger cars or trucks, we 
believe it will be to your 


advantage to 
with service 
ment. 


our 


get in 


touch 
depart- 
Dept. S, Automotive 


13 


peed 


| PUBL Ic SERVICE WINNER 

| IN BUS FRANCHISE /FIGHT 
Trenton, N. J., March 26.—The 
| Public Service Co-ordinated Trans- 
| 

| port emerges victorious from a long 
| battle by a decision of the State 
. . 
Board of Public Utilities granting it 
permission to operate a portion of its 
| Hillside route service from Fort Lee 
‘over Washington Street, in Hoboken, 
to the Hudson tubes. Provision is 
also made for extension of the 
northern terminal of the company in 
Fort Lee, the buses to operate now 
from Washington Avenue and 2d 
Street, instead of their original] ter- 
minal at Anderson and Lafayette 
Avenue. 


—s 


investment— 


A sound 


Wisconsin Axles; with an 
uninterrupted record of 


dividends in low upkeep, 


freedom from trouble, 


Daily News, Graybar Bldg., 
New York city. 


bo ‘La Salle 
6 Lincoln 
Marmon 


5,755 Nash 


Oakland .. 


bigger profits. 


. of 


Oldsmobile 
Packard 
Peerless 
Pierce-Arrow 
Plymouth 
Pontiac 


13 


110 


| Studeb: ker 


Viking 

| Whippet 

| Willys 

| Willys-Knight 
Miscellaneous 


38 Totals 


103 
117 
1,506 | 


80 | 


0 


5 | 


1] 


“9 
39, 


‘AXLES 


WISCONSIN AXLE CO. 
Oshkosh 


Wisconsin 


| 


25 | 
18 | 
10 | 


3,607 


25 ‘Not on the market at that time. 


— 


Punulative New Codumevetal Car Registration Statistics, February, 1930 


Autocar 
Brockway- 
Indiana 


Ala., 1930 | 
Ariz., °30 —— 


This table is repeated for comparative 


| 228 
fr oe en © 





Ark., 1930 | 

Cal, 1930 | 
Conn., 30 | 

Del., 1930 | _ 

Fla., 1930 | 

Idaho, 30] = 1| 
mi, 1930 | 10 — 
Ind. 1930} | 26 
Towa, °30 | 

Ky. 1930} | 11 
Maine, 30] 

Md. ,1930 | — 

Mass., °30| 

Minn., °30 | 

Mo., 1930 | 

Mont., °30| 

Neb., 1930 | 

Ney., 1930] 


12; 676 

~ 440 
299) 
247 


Pa., 1930 
R. I, *30 
Ss. C., 30 
S. D., 30 
Utah, °30 
Vt., 1930 


Wash., 730; 


ty +126) 
~ 12; 1005; 


25 


] 
~ 954,~—=«4 


U0 
5 


~ dij; 6 


"a 


purposes only. 


February, 1931, figures will be found on Page 12. 


Republic 
Stewart 
Studebaker 


Miscel- 
laneous 


559 Ala. 1950 

















88} 
64 
52 

6 
a 
43 
47| 
142) 




















~ 164, — 





w.v.3| | | Oo 
Wis., "30 | 1| 277 


a 128] 
310) +21 





D.C, 30} 1 } 15) 


43] 


‘4 


7\ a. 
a 
4 


— 





"168 Ariz., 1930 
268 Ark., 1930° 
1763 Cal., 1930 

~ 365 Conn., 30 
96 Del., 1930° 
755 Fla., 1930 
105 Idaho, °30- 
2141 1, 1930 
1221 Ind., 1930 

652 lowa, 1930 

655 Ky., 1930 

159 Me., 1930 

452 Md., 1930 
660 Mass., °30- 
536 Minn., 30 

39 2284 Mo., 1930 — 
~~" 331 Mont., 30° 
619 Neb., 1930" 
43 Nev., 1930 
15 N. H., °30 
1000 N. J., 1930" 
86N. M., 30 
~~452 N. C., 1930 
~~"723 N. D., 1930 
"1224 Ohio, 1930 
7| 331 Ore., 1930 
33) «1872 Pa., 1930 
—T 127K. 3. 1930 
"930 8. C.. 1938 
312. D.. 1930 
109 Utah, 1930 
80 Vi, 1930 








11) 





42| 





7 6 


__ 816 Va.. 1930 
“341 Wash.. 30° 
iW. Ve 0 

948 Wis., 1930 
——75 D. C., 1930 


21000 





Totals 


428) 


*Carried in the Miscellaneous Column. 
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New Machine Countersinks | © E. 10 EXHIBIT AT 
Both Ends of Holein = NRA 
Nuts Automatically a 


March 26 The 
eeaaees General Electric 


will fea- 
installa- 
engine instruments 
National Air- 
Detroit 


Company 
typical two-engine 


airplane 


ture 
tion of 


a 


the 
held 


in its exhibit at 


craft Show, to 
April 11 to 19 
| Two small propellers 
|} Miniature airplane “engines,” each 
|concealing an electric motor, will 
be controlled by standard airplane | 
throttles Each engine will have a | 
complete set of electrical instru- | 
;}ments, including a tachometer, an | 
}oil temperature indicator, an Oil | 
| pressure indicator, a fuel pressure 
| indicator and an ignition switch, In 
|} addition, an engine temperature in- 
dicator of the thermocouple type 


be in 


mounted on 


New 


Forged Steel Products 
Company, Newport, Pa., is 
now marketing new tire 

- ad ‘chain pliers designed on the 

will be include@ with a _ selector principle of a double set of 
switch to read any cylinder head! ; ° 
temperature wedges which act in unison to 
| The new electric force open the free links. 
indicator in actual The wedges are brought to a fine 
| also pe domonstrated. 
|of magneto compasses —one for 
|fuselage mounting, one for wing 
| mounting and one electrically motor 
| driven—will also be shown. A num- 
| ber of miscellaneous aircraft acces- 
sories will complete the exhibit 


BOSTON SELECTED AS | 
SITE FOR METAL 
EXPOSITION 


Thirteenth Annual Metal Ex- | 
will be held this year in 
at the Commonwealth Pier, 
a the week of September 21. | 
receptacle in which it is held while | Announcement has been made by | 
being countersunk, after which it is w. 4. Eiseman, secretary of the | 
ejected automatically and a neW | American Society for Steel Treating, 
nut fed into place, that floor plans have been mailed. 
Changes to accommodate differ- It is anticipated that over 60,000 | 
ent sizes of nuts may be made | will attend the exposition and that | 
quickly, it is claimed. The Capacity | the technical sessions of the 


turn and bank 
operation will 
Three types 


| 


KENT duplex nut countersinking machine 


The Kent Machine Company, Cuyahoga Falls, has 
brought out a new duplex machine for automatically counter- 
sinking both ends of the hole in nuts ranging from '% to 1 
inch diameter. : 

One hopper feeds both 
countersinking spindles. On 
side of the machine are two 
posed reciprocating and rotating 
spindles, which carry the counter- 
sinking tools. The depth of counter- 
Sinking can be adjusted as desired, 
regardless of the thickness of the 
nut. 

From 
through 


The 
position 
| Boston 
| during 


sets ol 


each 
op- 


Na- 
of the machine is 7,200 nuts peT | tional Metal Congress will probably 
hour. A one-horsepower motor is | exceed 6,000 

used, which operates at 1,800 revo- The American Society for Steel | 
lutions per minute, through a belt | Treating has the full co-operation | 
drive of the following societies as joint 
sponsors of the National Metal Con- 
gress, American Welding Society, the 
‘Iron and Steel and the Institute of | 
Metals Divisions of the American 
Institute of Mining and Metal- | 
lurgical Engineers, the Iron and@! open end of pistons. 

Steel and the Machine Shop Prac- | This equipment is of the horizon- 


Two Medium New Pressur 
Blowpipes Added to Line 
tice, Divisions ofthe american 80°" a1 lathe type, and ie adaptable to 


| the Gas Products Association. 
i and 10 inches in length, In use it 


TO MAKE STUDY OF —_| soni necessary to noid the piston | 
TEMPERATURES IN 


the hopper the nut 
the magazine chute 


passes 
to a 


i 
i 
| 


oline, co-operated last year in tests 
| which supplied much basic informa- 
|tion. The same co-operative system 
- to be employed this summer. 

The course over which the test | 


FUEL SYSTEMS 
‘ae will be made has not yet been 


| A study of faulty performance of | selected 

automobile engines, caused by over- | ° a - ; a | 
heated fuel lines, which make gas- | ame pe ne mnny » coding, quae ge 
oline “boil,” will be made this sum- |vent inordinate rises in fuel tem- 


| . 
mer, accordir to an announce- ; 
| ment by H. _ Cummings, chief, | perature, advantages of high-volatile 
automotive power plant | gasolines can be gained without | 
Bureau of Standards. More than! |danger of ineconomies or balkiness 


| thirty cars will be driven over a | in engine operation. 


4 
f 
t | 
4 


q 


| 
ad 


arora tomepesnagr~ meen 


LO LT Yt te ap a lr pe a 


PREST-O-WELD type W-105 blewpipe 


The Linde Air Products Company, New York city, has 
recently added two new welding blowpipes to its line of 
Prest-O-Weld medium pressure apparatus. Duri t » i tee feel 

Thes ipes ° test course having a heavy grade | wrong Fesems yeas 5 = ot 
1ese two new blowpipes, known ‘ austen tae sneiiiieinen y the custom for many large oil com- 


as tt Prest-O-W. : : 
= eld types W-105| TAFT-PIERCE PAMPHLET | Several manufacturers of auto-|Pemies to sell seasonal grades of 
and W-106 blowpipes, respectively, | DISCUSSES LINE REAMING mobiles recently have changed the | s4soline, providing products for use 
have been designed to afford users design of their fuel systems to| i" cold weather having higher vola-/ 
@ medium pressure blowpipe com-| The Taft-Pierce Manufacturing | avoid.‘ “vapor lock,” and the tests | ‘ity than = eee | 
parable in range to the Oxweld type Company, Woonsocket, R. I., has) are expected to demonstrate the summer months, has » 2 
w-17 prepared for distribution, an illus-| degree of success attained. Addi- | »owever, that unseasonal weather 
, ii ; trated pamphlet entitled “How to! tional information made available | 4S often brought an “epidemic” of | 
Both blowpipes are designed for Ream a Set of Main Bearings Per- | by Mr. Cummings follows: vapor lock, because gasoline suffi- 
use with new type, one piece, hard fectly in Twenty-six Minutes.” A! “The tests will amount to “taking | Cl@otly volatile to make starting easy | 
drawn copper welding tips. A head Copy may be obtained from the) the temperatures” t iles | in cold weather began to boil when 
! m peratures of automobiles | \”. z . : It is 
angle of 60 degrees is regularly sup- Company on request, when the vehicles are operated | higher temperatures prevailed. It is 

plied, but may be changed to any 


4: believed that information to be 
i under conditions likely to produce | 
angle desired. For use with the S. A. E. ANNUAL MEETING : ° 


excessive heating. Earlier studies | 8#!ned from the tests this ee 
W-105 handle ten different sizes of have shown the temper: ; will lead to refinements in design 
| peratures at 
tips are available, five of which are DATE CHANGED 
The annual meeting of 


| which the various  high-volatile of systems for feeding fuel to on | 
included with the equipment. the So- | gasolines “boil,” and it now is | 2!Res and that these refinements 
The type W-106 is similar in de- ciety of Automotive Engineers has| necessary only to learn what tem- | will eliminate much of the trouble. 
sign to the W-105, but is smaller. been moved ahead one day and will 
| be held at Greenbrier, White Sul- | the fuel pump or 


peratures are actually reached at’! 
vacuum tank 
phur Springs, W. Va., June 14-19. }and in the fuel lines 
motor cars. E. I. du Pont de Nemours & Co., 


section, 





DU PONT ANNOUNCES NEW 


MOTOR SERVICE CHARTERED SPEED BLEND POLISH 


Columbia, S. C., March 26.—A/' 


The Dall Motor Parts Company, 
introduced a hand chamfering machine 





of typical 
charter has been granted to Motors) the secretary of state. T. P. Knox | A number of companies manufac-/|Inc., Detroit, Mich., announces its 
Service, Inc., of Columbia, accord-| is president and treasurer and J. C.| turing automobiles and buses, and; new Duco No. 7 Speed Blend polish 


ang to an announcement made by Knox is secretary. lalso several concerns producing gas- | for lacquer finishes, 


Tire Chain Pliers 


}edge to provide positive entry be- 


tween the closed links, For closing 
the links, the jaws are double 
notched, so that the free ends of the 
links are engaged and forced inte 
the closed position. They are made 
in 7 and 12-inch sizes, the former 
for passenger car chains and the 
latter for heavy-duty chains. 


Introduces Hand Chamferer 
For Finishing Pistons 


DALL hand-chamfering machine 


Cleveland, O., recently 
for finishing the 


in place and turn the hand crank 
until the desired bevei is obtained 
The machine is equipped with four 
cutters, which are said to cover the 
range of all popular-size pistons, 
and sells at $55. 


— 


ALE.R. A. MAILING 
SPACE APPLICATIONS 


FOR ATLANTIC CITY 


New York, March 26.— Members 
of the American Electric Railway 
Association will shortly receive ap- 
plications for exhibit space at the 
fiftieth annual convention and ex- 
hibition, to take place in the Atlan- 


| tie City Auditorium September 26 


to October 2, inclusive. Thirty days 
are allowed for filing. The closing 
date for the receipt of applications 
is April 30. 

Space will be charged for at the 
rate of 65 cents per square foot. The 
official allotment will take place 
early in May. Willito H. Sawyer, 
past president of the association, is 
chairman of the exhibit committee. 

This year marks the golden jubilee 
of the A. E. R. A. Manufacturers 
in the railway, motor coach, truck, 
accessory and tool fields who will 
show at this convention are being 
requested to devote a portion of 
their displays so arranged as to em- 
body a historical background. Old 
equipment will be featured along- 
side of the modern equipment of 
today. No doubt many of the ex- 
hibits will prove particularly inter- 


esting. 





quipment--- Developmen 


— 


AUTOMOTIVE DAILY NEWS, FRIDAY, MARCH 27, 1931 


Steering Knuckle Milling 


aes. Sud 


milling machine 


Cincinnati 
By CHARLES M,. REESEY 


The Cincinnati Milling Machine 
Company, Cincinnati, O. 

The milling of the king pin bosses 
on automobile stcering knuckles has 
always been a tough job. The opera- 
tion performed on the 
rough forging, so that the work is 
hard to handle and difficult to lo- 
cate properiy in the fixture. Be- 
cause of the severe service to which 
a steering knuckle is subjected, the 
material used is a hard and tough 
alloy steel that dulls cutters rapidly. 
And to add further complications. 
the cutters usually have to feed 
straight into the flash at the bot- 
tom of the bosses. 

A new development in production 
milling machines has been so suc- 
cessful in meeting all these diffi- 
culties that a very decided increase 
jin production has been obtained. 
The equipment shown here, which 
was installed by a manufacturer of 
low-priced cars, gives a continuous 
production in excess of 300 knuckles 
an hour with only one operator. 

This double-headed miller, while 
seemingly highly specialized, is, in 
reality, composed almost entirely of 
standard machine units, and illus- 
trates to what extent machine tool 
manufacturers have gone to meet 
the cry for standardized construc- 
tion. 

The milling machinc 
two fixtures, each of 
two steering knuckles, and a recip- 
rocating cycle is do between tne 
two cuiter gangs. The operato 
loads one fixture while the work in 
the other is being milled. ‘The twe 
Jixtures are so close together that 
they can be loaded from i!.e same 
position, saving the operator the 
walk from one end of the table to 
the other that is usually invoived 
when a reciprocating cycle is used. 

Air-clamping fixtures locate the 
work automatically. As the table 
returns from the cut, a dog on the 
side of the bed opens an air valve 
that lifts the heavy clamps com- 
pletely clear of the work. A)l that 
the operator has to do is 
out the finished pieces, drop 
ones in position and throw 
air valve for reclamping. On 
particular knuckle, due to method 
of location required, an end stop was 
also used at the end of the stem 
The coolant flow is turned off 
on as needed by the movement 
the table. 

The table cycle, which is com- 
pletely automatic, is particularly in- 
teresting. In addition to the more 
or less ordinary rapid advance, mill 
and rapid return cycle, there are 
some very productive innovations 
In milling a steering knuckle the 
cut at the start is comparativel) 
light. but gradually grows heavie) 
At the very end, where the cutters 
enccunter the flash, it is extremely 
heavy, and this particular point 
usualiy determines the rate of feed 
used for the entire cut. 

On the machine illustrated, how- 
ever, which has hydraulic table feed, 
the rate of feed is automatically 
changed as the cut progresses. It 
Starts out at a very fast rate and is 
gradually slowed down until] near 
the end of the cut the table 
moving at a very slow rate. At the 
very end it is run directly .imto a 
positive stop. Because of the hy-! 


is usually 


table carrics 
which holds 


us 


new 
the 


of 


and | 


is | 
‘ 


for milling steering knuckles 


Graulic feed, this does no damage, 
merely operating a by-pass safety 
valve. The table is held against the 
stop long enough for the cutters to 
clean up and then back out at rapid 
traverse. Because of this unique 
table cycle, an average feed rate of 
8 inches a minute is used, which. 
of course, would be much too high 
if the rate of feed were constant 
throughout the length of the cut. 

Safety for the operator has re- 
ceived particular attention. As the 
table backs out of the cut it is auto- 
matically brought to a complete stop. 
It would be quite possible to go 
| straight on into the next cycle, but 
| there is always a possibility that the 
operator has not completed the load- 
ing and has his hand in a danger- 
ous position. The stop in the cycle 
completely eliminates any danger 
from this point. It is started again 
by throwing the connected levers 
on the side of the table. In case 
the operator has completed his load- 
ing before the table has come to a 
stop, hé can cut the stop out of the 
cycle by merely resting his hand 
against either lever. 

An automatic shroud for the cut- 
ters is provided so that the opera- 
tor cannot get his hand caught in 
the moving cutters while loading 
This shroud is arranged to come 
down and cover the cutters as the 
work backs out of the cut and stays 
down in this position until the cut- 
ters are just about to enter the 
work during the next cycle. 


ACME DEVELOPS NEW 
TIRE GAUGE 


Acme Air Ap- 


pliance Company, 


Brooklyn, N. Y., 


has developed a 


new tire gauge, 


known as the 


lift | 


Pencil 
It 


Acme 
is 


the 


Gauge. 


this | 


claimed that 


figures each 
of 


angular 


on 


side the tri- 
indicator 
are easily read. It 
incorporates a 
valve - deflating 
clips to 


pocket. 


pin and 


the 


NEW ACCESSORY BRANCHES 

Knoxville, Ta... March 26,—The 
Gamble Stores, Inc., of Minneapolis 
have opened two new automobile 
supplies and accessories branches in 
this territory. Kenneth Watters, 
Sheldon, is manager of the store in 
this city. and H. P. Bertleson, for- 
merly of Minneapolis, has been an- 
nounced manager of the branch in 
Creston. 
| CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 

NEWS BRING RESULTS 


| §. A. E. ANNOUNCES 
| MEETINGS FOR 
APRIL 


The Society of Automotive Engi- 
neers announces the following na- 
tional and sectional meetings for 
April: 

NATIONAL MEETING 

Nineteenth National 
Meeting, Aprif 15 and 
Cadillac Hotel, Detroit, 

SECTION MEETINGS 

Northwest, April 3—New Wash- 
ington Hotel. Seattic, Wash.; dinner. 
“Flame,” Prof. F. G. Baender, head 
of mechanical engineering cdepart- 
ment Oregon State College; “Spark 
Analysis,” C. C. Finn, manager John 
Finn Metal Works. 

Southern Califernia, April 2—Hotel 
Alexandria, Los Angeles; dinner. 
“General Comments on Stress An- 
alysis,” Stanley S. LaSha, chief en- 
gineer, western office, Department 
of Commerce; “Blind Flying,” Major 
William C Ocker, Kelly Field, Tex. 

Buffalo, April 7—Hotel Statler: 
dinner, ‘“‘The Romance of Rubber,” 
V. R. Jacobs, assistant manager of 
aeronautics Goodyear Tire and Rub- 
ber Company and assistant manager 
Goodyear-Zeppelin Corporation. 

New England, April 8—Walker 
Memorial Building, M. T., Cam- 
bridge, Mass.: dinner, “Traffic- 
Control Systems,” C. A. B. Halvor- 
son, consulting engineer General 
Electric Company; “Traffic-Actu- 
ated Control,” David L. Bacon, re- 
search engineer Automatic Signal 
Corporation. 

Philadelphia, April 
phia Automobile Trade Association 
rooms; dinner. “What the S. A. E. 
Is Doing Nationally,” N. G. Shidle, 
directing editor Chilton Class Jour- 
nal Company: “Engineering the Op- 
eration and Maintenance of Motor 
Vehicles,’ H. B. Hewitt, engineering 
assistant to vice-president in charge 
of operations Philadelphia Rapid 
Transit Company. 

Chicago, April §—-Hotel Sherman; 
dinner. Entertainment: <A_ Trip 
Through the West Indies and Along 
the Coast of South America by Air- 
plane.” Capt. A. W. Stevens, Army 
Air Corps, Wright Field. 

Indiana, April Hotel Severin, 
Indianapolis; dinner. Subject, “Lu- 
brication.” Speaker not announced. 

Baltimore, April 9—Lord Baltimore 
Hotel; dinner. “Brakes and Brake 
Lining.’ Alvin Yocom, vice-president 
and chief engineer Mu)tibestos Com- 
pany. 

Pittsburgh, April 
Commerce; dinner 6.30 p 
meeting of the section and the 
Pittsburgh Chamber of Commerce. 
Speakers: S. M. Kintner, assisiant 
vice-president in charge of research, 
Westinghouse Electric and Manu- 
facturing Company: Messrs. Hart- 
well and Gall, Aluminum Company 
of America. 

Wichita, April 
dinner. “Aircraft 
Lieut, D. Webb 
Navy. 

Canadian, 
Hotel, Toronto 
in Motor Car Design,’ C. E 
mers, head of special design section, 
Oakland Motor Car Company. 

Metropolitan, April 16—A. W. A. 
Clubhouse, 357 West 57th St., New 
York city; dinner. “Brakes and 
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PRODUCTION EXPANDS 
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GRAHAM BROTHERS 


ANSWER CHRYSLER 
SUIT ON TRUCKS 


| per cent. of the January, 1925, base 


|} index of 100 as compared with 84 
|in January, 69 in December and 138 

in February, 1930. 
| Reports by divisions of member 
manufacturers in February follow:— 

Parts-accessory makers _ selling 
their products to the car and truck 
makers for original equipment made 
shipments aggregating 95 per cent 
of the January, 1925 base, as com: 
pared with 84 in January, 64 in De- 
cember and 141 in February, 1930. 

Shipments to the trade by makers 
of service parts were 99 per cent. of 
January, i925, as compared with 
98 in January, 100 in December and 
131 in February, 1930. 

Accessory shipments to the trade 
in February were 53 per cent. of the 
1925 base. as compared with 46 in 
January, 55 in December and 66 in 
February last year. 

Service equipment shipments, that 
is, repair shop machinery and tools. 
in February were 97 per cent. of 
the 1925 base, as compared with 92 


in January, 75 in December and 151 | 


in February a year ago. 


| 


‘MEA-N.S.P.A. PLANS 
_ JOINT SHOW FOR 1931 
AT ATLANTIC CITY, N. J. 
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their presidents to make the final 
decision on the time and place fer 
the 1931 joint trade show and to- 
| day’s announcement comes as the 
result of several conferences between 
these officials, here this week. 

At their conventions in Cleveland 
last November members of both as- 
sociations went on record in favor 
of another joint show for 1931, fol- 
lowing the outstanding success of 

| the first combined exposition. 
Neither of the associations had ever 
held its show in the East. Atlantic 
| City was selected because it offers 
a number of distinctive advantages 
which are expected to make this 
year's joint show an outstanding 
effort. 

| The first joint show was the larg- 
est exposition of its kind ever held 
within the automotive industry. 
There were a larger number and a 
more representative group of exhib- 
itors than at any previous exposi- 
tion and jobber attendance also was 
considerably greater. 


AUTOMOBILE OUTPUT 
"GAINS IN CANADA 


| 


| (Continued from Page 1) 
|Canada to the 1,285 cars imported, 
amounted to 9,003 cars. The num- 
ber of cars mace available for con- 
sumption in Canada during the 
previous month totaled 5.037 cars 
and in February a year ago amount- 
ed to 12,281 cars. 


BRIG.-GEN. HEALEY, FORMER | 


| BODY BUILDER, IS DEAD 


Their Relation to Highway Safety,” | 


Beecroft, Bendix Aviation 
Corporation, supplemented by sev- 
eral motor vehicle commissioners 
from surrounding states. 

Cleveland, April 20-——Firestone Club 
House, Akron; dinner. “The Future 
of Aviation,’ V. R. Jacobs, assistant 
manager for aeronautics, Goodyear 
Tire and Rubber Company, and as- 
sistant manager, Goodyear-Zeppelin 
Corporation. “Transportation 
Abroad,’ J. L. Cohil), assistant ex- 
port manager, Firestone Tire and 
Rubber Company 

Washington, April 
Washington; dinner. 
Col. E. V. Rickenbacker, vice-presi- 
dent, Fokker Aircraft Corporation. 
“Developments in Aviation Spark- 
plugs,” G. M. Paulson, chief engi- 
neer, B. G. Corporation. “Develop- 
ments in Automotive Spark-Plugs,” 
O. C. Rhode, chief engineer, Cham- 
| pion Spark-Plug Company 

Oregon, April **—Multnomah' 


David 


28—Hotel 
Address by 


| New York, March 26.—Brig. Gen. 
Warren M. Healey, retired manufac- 
turer of automobile bodies, died here 
yesterday at the age of 92 years 
Brig. Gen. Healey retired from busi- 
ness in 1929, since which time he 
lived at the Union League Club, in 
this city, and at his home on the 
Hudson River. He was a veteran of 
the Civil War. For many years he 
;}was president and owner of Healey 
& Co., manufacturers of carriages 
and automobile bodies 


Hotel, Portland; dinner, “Cylinde 
Reconditioning,” C. H. Stokke, C 
W.S. Grinding and Machine Works 
| “Correct Steering,’ Fred H. Car- 
ruthers, Bear Manufacturing Com- 
pany. 

Detroit—No Mecting—Omitted be- 
cause of Ninctcenth Nationa] Aero- 
nautic Mceting in Detroit in April. 

** Date not announced, 
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ed from manufacturing trucks and 
Graham Brothers were prevented 
from manufacturing commercial 
cars aS long as the operating agree- 
ment remained in force, the Gra- 
hams set forth. 

| The defendants in their answer 
maintain that when the Dodge Com- 
pany later acquired the business of 
Graham Brothers, the agreement 
then made by the Grahams that 
they would not engage in the manu- 
facture or sale of trucks or buses for 
a period of five years was merely 
the usual agrecment made in such 
cases not to re-enter the same busi- 
ness within a fixed period. Inas- 
much as the Grahams’ business had 
never included the manufacture and 
sale of the lighter vehicles known as 
commercial cars, employing @ pas- 
senger car chassis, they were not 
precluded from manufacturing such 
vehicles, it is contended in the 
answer. 

“The individual defendants.” says 
the answer, “never had any inten- 
tion to restrict the right to use their 
own name in any business or in 
connection with any product other 
than trucks and buses which they 
then were manufacturing. They 
were not requcsted to surrender 
, their name in relation to any prod- 
,uct in the manufacture or sale of 
which they had not been engaged.” 
| The defendants also declare that 
independent of the distinction be- 
tween trucks and commercial cars 
set up in their agreement with the 
Dodge Company, they are not pre- 
cluded from manufacturing light 
commercial vehicles, inasmuch as 
the difference between trucks and 
other vehicles adapted for commer- 
cial uses is otherwise well estab- 
lished. 
| “Almost from the inception of the 
automotive industry,” says the 
answer, “the manufacturers of 
passenger cars have manufactured 
or assembled bodies adapted for 
commercial purposes on the regular 
standard passenger car chassis and 
sold them in the course of their 
regular business in passenger cars, 
and have likewise sold standard 
passenger car chassis without bodies 
with the intention and knowledge 
that the purchasers would install 
commercial bodies thereon, and the 
same has always bcen regarded by 
the trade and public in genera] as 
not being in the truck or bus busi- 
ness, and vehicles so equipped have 
been regarded as not being trucks 
or buses.” 

The defencants declare 
Chrysler allegations as to the value 
of the name Graham to the plain- 
tiffs are “a gross exaggeration,” 
in support of which they assert 
that the Chrysler Corporation, 
‘after acquiring the Dodge Com- 
pany, deliberately undertook to un- 
dermine and destroy the value of 
the name Graham, and substituted 
the name Dodge on the trucks and 
buses formerly known under the 
name Graham Brothers, types of 
vehicles that never had been manu- 
factured by the Dodge Company. 

It is further asserted that the 
Grahams have not violated and 
do not intend in any wise to vio- 
late their covenants made with the 
plaintiffs, and that the suit has 
been improvidently started by the 
Chrysler Corporation. 


McCLAREN RUBBER STEPS 
UP SCHEDULE; WILL ADD 
100 WORKERS ON APRIL 1 


Charlotte, N. C., March 26 (UTFS), 

Plans for placing production at 
the McClaren Rubber Company 
plant here in full swing and adding 
100 persons to the force by April 2 
have been announced by I, Eis- 
brough, head of the company. 

At. present, approximately 
men are on the McClaren pay 
in the various departments in the 
manufacture of tires. When pro- 
duction is at top speed, the plant 
employs 400 men. Approximately 
1,000 tires wil] be turned out each 
day when the new plan goes into 
effect. 
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There is no saturation 
point in the market 
for comfort 


VERY MANUFACTURER is constantly 

trying to make his cars finer, better, 
more dependable—to give them greater 
riding comfort. 


Especially this year, manufacturer and 
dealer alike are vitally concerned with 
comfort regardless of price, for a comfortable 


ride sells cars. 


No owner has ever said “My car is too com- 
fortable’’. They all want comfort—all they 
can get—for comfort is one priceless luxury 
that has universal appeal. 


Owners expect riding comfort in a new car, 
and they expect that comfort to last as long 
as they drive the car. 


You'll find riding comfort that stays put 
in cars equipped with Gabriel Triple 
Hydraulic Shock Absorbers, either by the 
car manufacturer, or by the 2,/43 Gabriel 
Service Stations—located everywhere. 


. atle 


President 
THE GABRIEL COMPANY 
Cleveland, Ohio 





